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NEW MOTOR RATING 
PLAN DEVELOPING 


Physical Hazards of Makes and Models 
Being Collated By Statistician 
of Conference 








SUBJECT FOR CHICAGO MEETING 





Right to Maintain General Agencies 
Likely to Be Brought Before Mem- 
bers By Some Companies 





When the National Automobile Un- 
derwriters’ Conference meets in annual 
session in Chicago it will have as a new 
member fhe Imperial Assurance, New 
York. This company has been acted 
upon favorably by the Western and the 
Eastern conferences and its appliéation 
for membership is now before the 
Southern and the New England bodies. 

The National Conference meeting is 
to be held in Chicago, November 14, 
preceded by an executive 
meeting the day before. 

There is a quantity of routine busi- 
ness to be handled Ameng the sub- 
jects that will most likely receive par- 
ticular attention is the principle of rat- 
ing by makes. The member companies 
have been supplying their experience 
on this basis and the Conference actu- 
ary has, with the aid of a committee, 
been deriving such information as is 
possible from the returns in hand. 

Not Complicated 

On its face such a system looks com- 
plicated, but those who advocate it be- 
lieve that it would not prove so in 
practice. A point system is planned by 
which to rate the physical hazard of dif- 
ferent types. This system takes into 
consideration many features of design 
but it is evident that the new plan of 
rating would not, if adopted, result in 
inaterially increasing the size of the 
present Manual. At bottom the idea is 
to eliminate unnecessary hazards by in- 
spection at the factory, thus heading Off 
the necessity for rating up certain 
types. 


committee 


Commission Questions 

Then there jis the commission prob- 
lem which is never quite eliminated 
from any general discussion of automo- 
hile subjects. As there are three classes 
of companies in the automobile insur- 
ence business this discussion assumes 
the nature of a three-cornered affair 
among the fire, marine and casualty 
sroups. The old charge that eliminat- 
ing or reducing general agencies works 
as a discrimination upon the companies 


(Continued on page 20) 
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Organized 1853 Cash Capital $6,000,000 


THE HOME 


INSURANCE COMPANY 


NEW YORK 


ELBRIDGE G. SNOW, President 





Service to Policyholders and to Agents Unexcelled 


FIRE AND ALLIED BRANCHES OF INSURANCE 


Fire, Lightning, Automobile, Commissions, Explosion, 
Hail, Marine (Inland and Ocean), Parcel Post, Profits, 
Registered Mail, Rents, Rental Value, Riot and Civil Com- 
motion, Sprinkler Leakage, Tourists’ Baggage, Use and 
Occupancy, Windstorm, Full War Cover. 


STRENGTH REPUTATION SERVICE 














The Mercantile Insurance 


Company of America 


C. F. SHALLCROSS, President 


76 WILLIAM STREET, N. Y. CITY 





Every policy of the MERCANTILE is an assurance of fair 


dealing; every Agency a promise of Co- 
operation and Intelligent Service 





FIRE, AUTOMOBILE, WINDSTORM, SPRINKLER LEAKAGE, RIOT 


AND CIVIL COMMOTION, RENT, USE AND OCCUPANCY 
AND ALL KINDRED LINES OF INSURANCE 


























SPRINGFIELD 


Fire & Marinelnsurance Co. 


Cash Capital $2,500,000.00 
T's SPRINGFIELD for two-thirds of a century has 


transacted business solely under its own corporate 

name, without annexes, underwriting agencies or 
subsidiary companies. An agent of the SPRINGFIELD is 
not a half, a quarter or any other fraction of an agent, but 
is vested with the rights and dignity of an undivided repre- 
sentative of an undivided and independent company. The 
SPRINGFIELD stands today pre-eminent among American 
fire insurance companies. 


SPRINGFIELD MASSACHUSETTS 








DISCOURAGE WRITING 
OF TERM INSURANCE 


Companies Against Practice of Agents 
Pushing Term for Personal 
Production Records 








FAVOR LEGITIMATE TERM ONLY 





New England’s Action; Statement By 
Darby A. Day, of Mutual Life, 
Chicago; Other Developments 





A number of companies are discour- 
the 
the 
who are desirous 


aging writing of term insurance 


where business is solicited by 
of piling up 


produc‘ion 


agents 
who 
indi- 
vidual records rather than to meet the 


a great personal and 


are guided by hopes of scoring 


real needs of their clients. There has 
been such a great rush of business that 
companies naturally feel that more at- 
tention should be paid to the business 
that will stick rather than to the other 


kind Of course, there are situations 
arising in the business world waich 
make term insurance imperative, and 


ro-attempt is being made to prevent 
the writing of the legitimate coverage 
New England’s Position 

In the case of one company, the New 
England Mutual, it is stated that the 
company sent a letter to each general 
agent advising them to cease writing 
term insurance for the remaining weeks 
of this year, but in the case of busi- 
ness insurance, or others where the 
interests of the agent or company would 
suffer, the company, of course, will take 
care of the business. 

“This was simply a move to prevent 
agents from writing more than a nor 
mal amount of term insurance for this 
which they would be tempted 
to do in order to make up a showing 
of large production,” said a representa- 
tive of that company. “We still have 
what we consider to be the best term 
policy offered by any company in 
America, and we have no intention of 
discontinuing its issue.” 

Darby A. Day on Mutual’s Attitude 

The Darby A. Day Agency of the Mu- 
tual Life. Chicago, in a statement this 
week, said 

“The company does not at this time 
incorporate in the regular rate books 
rates for term policies, for the reason 
that not wish to encourage the 
writing of term insurance. Ordinarily, 
the term policy is neither satisfactory 
io the company nor the insured. There 
matter of fact, but few in- 
stances where the term policy is to be 
preferred to any other form. The ten- 


season, 


it does 


are as a 
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dency sometimes is, of course, to take 
term insurance in preference to. any- 
‘hing else because of the smal! outlay 
required for the time being, but in the 
course of years term insurance becomes 
expensive. 

“Those of the agency force who have 
in the past written term insurance, and 
where such insurance is still in force 
and not converted, are urged to see 
their prospects forthwith and endeavor 
to have the policies changed to a per- 
manent plan. Conditions are such at 
the present time as to render it possible 
in most cases for men to take up per- 
manent insurance, and conversion of 
term policies should not be deferred, for 
two reasons. First, your prospect will 
never again be able to get permanent in- 
surance at so low a rate as at present 
because of his increasing age, and, sec- 
ond, his financial condition later on may 
not be as favorable as at present. 

“Many of the men in the agency are 
not familiar with the provision in our 
present term policies in regard to 
changing to other forms. We _ will, 
therefore, say briefly that under the 
yearly renewable term policies change 
to ordinary life, limited payment life 
or endowment can be effected at any 
time before reaching age 55 by dating 
the policy back to original entry age 
and paying the difference in premium, 
together with interest thereon, for the 
period. Or, if it is desired that the 
policy be changed as of attained age, 
this can be accomplished at any time 
before the insured attains age 65. 

“In the five-year term policies, privi- 
lege is given to change either as of 
original entry age or of attained age 
during the first three years, provided, 
however, that change cannot be made 
by dating back if insured has passed 
age 55. 

“In the ten, fifteen and twenty-year 
term policies, privilege to change by 
dating back, or as of attained age, is 
given during the first seven years, but 
as in the five-year term policies change 


McClench Chairman 
Life Presidents’ Meet 


TO TALK 





SENATOR POMERENE 





Canadian Life Executive Will Attend; 
W. A. Day and F. H. Ecker Will 
Deliver Addresses 





The international aspect of the pro- 
gram for the thirteenth annual conven- 
tion of the Association of Life Insur- 
ance Presidents, at the Hotel Astor, 
New York, on December 4-5, is empha- 
sized by the announcement that Sir 
Henry Drayton, the new Canadian Min- 
ister of Finance, has accepted an invita- 
tion to be present and make an address. 
His topic will be in harmony with the 
general theme of the convention which 
will deal with various post-war prob- 
lems. He probably will speak along the 
line of “Some Canadian Reconstruction 
Problems.” As is customary, the ex- 
ecutives of all of the Canadian life in- 
surance companies have been invited to 
be present at the meeting and, from the 
acceptances already received, it is evi- 
dent that Canada will be well repre- 
sented. 

Atlee Pomerene, United States Sena- 
tor from Ohio, nas also definitely ac- 
cepted an invitation to speak at ‘he con- 
vention. He will deal with some cur- 
rent governmental problem, the title of 
his address being announced later. 

The convention will give due consid- 


cannot be made by dating back if in- 
sured is more than 55 years of age, and 
change cannot be made as of attained 
age where the insured is more than 65. 

“In all cases where change is made 
as of original entry age, insured must 
pay the difference in premiums, with 
compound interest, allowance being 
made for the difference in dividends 


eration to the subject of the unprece- 
dented demand for life insurance on the 
part of the American public during the 
current year. The significance of this 
remarkable increase will be discussed 
from the actual experience of the com- 
panies. 

The housing problem, with its ramifi- 
cations in nearly every town and city 
in the United States, will be another im- 
portant subject receiving attention from 
the convention. The companies are 
now contributing up-to-date statistics as 
to how the investments of life insur- 
ance companies have been, and are, as- 
sociated with meeting this problem. 

The increasing contribution of life in- 
surance toward meeting the readjust- 
ment problems of financing agriculture, 
will have a prominent place on the pro- 
gram. As with city mortgage loans, the 
companies are contributing their latest 
collective data as to farm mortgage 
loans, the significance of these loans 
being presented in connection with the 
discussion of this subject. 

The investor’s side of the pending 
steam railroad situation, of deep con- 
cern to the policyholders of life insur- 
ance companies, will be presented, with 
a discussion which will comprehend the 
various remedies suggested for this 
vital reconstruction problem. 


The Program 


While the program is not complete, it 
has progressed to a point where the 
names of a number of the speakers and, 
in most cases, their respective subjects, 
can be given. These follow: 


between the term policy and the new 
one applied for, or the cash surrender 
value guaranteed in such new policy if 
such cash value be greater. The yearly 
renewable term policy contains the 
following provision in regard to dat- 
ing back: ‘Such exchange will not be 
made unless premiums shall be payable 
cn the new policy for more than two 


Theme of the meeting—“‘The Part of 
Life Insurance in the Problems of Re- 
construction.” : 

Chairman of the convention, William 
W. McClench, president, Massachusetts 
Mutual Life Insurance Co., Springfield, 
Mass. 

“Mental vs. Material Reconstruction,” 
Nicholas Murray Butler, LL. D., presi- 
dent, Columbia University, New York. 

“Some Canadian Reconstruction Prob- 
lems,” Sir Henry Drayton, Minister of 
Finance, Dominion of Canada, Ottawa. 

Address (topic to be announced 
later), Atlee Pomerene, United States 
Senate, Washington. 

“The Railroad Problem,” Howard El- 
liott, president, Northern Pacific Rail- 
way Company, New York. 

“The Significance of the Increasing 
Volume of Life Insurance,” William A. 
Day, president, Equitable Life Assur- 
ance Society, New York. 

“The Problem of Housing the Amer- 
ican People,” Frederick H. Ecker, vice- 
president, Metropolitan Life Insuranc2 
Company, New York. 

“Policyholders’ Contribution to Agri- 
cultural Readjustment,” Louis Breiling, 
treasurer, Union Central Life Insur- 
ance Company, Cincinnati, O. 

Address (title to be announced later), 
Joseph G. Brown, Insurance Commis- 
sioner of Vermont and president, Na- 
tional Convention of Insurance Commis- 
sioners, Montpelier, Vt. 

“Protecting the Public by Informing 
the Investor,” Huston Thompson, Fed- 
eral Trade Commissioner, Washington, 
D, G. 





se 

years after the date of such exchange.’ 

“The statements herein apply only 
to new policies issued since May, 1916 

“In reply to frequent inquiries as to 
age limits under which policies may 
be issued on term plan, the maximum 
age at issue of yearly renewable term 
policies is 55, and other forms of term 
60.” 














Some of the Innovations Introduced by the EQUITABLE 
During Its 


Sixty Years of Public Service 


Shortening, Simplifying and Liberalizing the Policy 
Contract 


Immediate Payment of Death Claims 





Incontestability after first policy year 


Group Insurance for Employees 





A Corporate Policy to Protect Business Interests 





A Convertible Policy Adaptable to Altered 
Circumstances 


THE EQUITABLE LIFE ASSURANCE SOCIETY of the UNITED STATES 


W. A. DAY, President 
120 BROADWAY - 


A Home Purchase Policy 


| 
| 
Free Health Examinations for Policyholders 


Principal 
An Income Bond to Provide for old age 
New and Improved forms of Accident and Health 


Policies, thus completing the circle of protection 
against the hazards of Life, Accident, and Disease 


NEW YORK 


A Refund Annuity guaranteeing return of Entire 
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Butler at Dinner 
of Johnston & Collins 


PLEA FOR MULTIPLE LINES 
Travelers President Says Year 1918 
Proved Great Endorsement of 


Broad Coverage 





Nearly three hundred people turned 
out for a dinner given by the Johnston 
& Collins general agency of the Trav- 
elers on Thursday night of last week. 
George W. Johnston, head of that ag- 
ency, is an insurance manager of whom 
any fraternity can be proud; scholarly, 
thoughtful, honest, able, a remarkable 
literary writer, and an able trainer of 
men, he has done much to uphold the 
ethics of life insurance and to make a 
profession of the business. The John- 
ston & Collins Co. was the first of the 
large general agencies of the Company. 
This year the agency, of course, is hav- 
ing its largest volume—more than $11,- 
000,000 in applications having been 
turned in for life insurance alone. 

The principal feature of the dinner 
was the appearance of President Butler, 
of the Travelers, who, so far as is 
known, has not previously attended a 
general agency meeting away from 
Hartford. President Butler made a talk 
in which he said that 1918 had proved 
to him as nothing has ever done so 
effectively before the strength of a com- 
pany writing multiple lines. 

The evening was devoted largely to 
the exploitation of accident insurance, 
and with Mr. Butler from Hartford 
came B. A. Page, vice-president; J. E. 
Ahern, secretary; W. F. Chamberlin, 
group manager; J. R. Lacy, assistant 
secretary; D. N. Case, chief adjuster; 
D. J. Bloxham, agency instructor. K. H. 
Wilson, a Fitchburg, Mass., agent who 
has made a remarkable success in acci- 
dent production; Arthur J. Frith, assist- 
ant superintendent of agencies; and E. 
F. Holmes, manager of the life depart- 
ment, New York office, also attended. 

Tribute to Agents 

In his introductory talk Mr. Johnston 
referred to the insurance agent as the 
freest of free lances. 

“He is a crusader, always moving, al- 
ways armed, and always an optimist. 
He believes in his company; believes in 
himself, day in and day out. You may 
call him a plodder, but he is an idealist. 
To be successful he must give, and not 
simply take.” 

In beginning his talk Mr. Butler paid 
a high tribute to the character of the 


Johnston & Collins agency and the 
quality of the business produced. 
Other Departments Counterbalance 


“Fiu” Losses 

Mr. Butler explained the happy posi- 
tion of a company writing multiple lines 
in 1918. The “flu” losses were tremen- 
dous. The increase in claims in the life 
department and in the health depart- 
ment would have been staggering had it 
not been for the fact that in the other 
lines the losses were below normal. 
The result was that while great sums 
were added to the reserve the Travelers 
succeeded in making a gain in its sur- 
Plus for the year of more than $500,000, 
a record of which it could well be proud 
in view of what had happened to many 
other companies. 

Mr. Butler then confided that there 
was no evidence of “flu” this Fall; in 
fact, the company’s mortality for the 
month of October would probably be 
the lowest of any month for a number 
of years. In the week beginning with 
October 19th the Company had 188 no- 
tices of sickness against 1,100 for the 
corresponding week of 1918. 

Mr. Butler then made a stirring ap- 
peal to the life agents present to write 
multiple lines. He saw no reason why 
a life insurance agent should not carry 


away an accident and health application 
after he had insured a man for life in- 
surance. It was a protection which 
many men would buy if called to their 
attention and they were solicited for it. 
In Mr. Butler’s opinion agents of the 
Travelers can write millions of pre- 
miums on policyholders already on the 
books. He cited the case of group in- 
surance—there is one contract of 40,000 
lives insured by the Travelers; also, 
compensation and liability risks cover- 
ing many thousands of lives. All of 
these employes are covered by Trav- 
elers’ protection; they know the Trav- 
elers, and can be solicited for other 
classes of insurance which the com- 
pany writes. The agent having a multi- 
ple line company is to be congratulated. 
One risk leads to another. Every time 
a policy is written it opens the way for 
more policies. In calling attention to 
some of the policies which the Travelers 
issues for a very small premium Mr. 
Butler said he thought an enterprising 
agent could start at the top floor of a 
building and go to the basement writing 
one of these policies on everybody in 
the way, particularly if the building be- 
long to a company carrying compéen- 
sation, liability or group insurance in 
the Travelers. 

Referring to claims for a moment Mr. 
Butler said the Company had paid 760,- 
000 accident claims. That they had 
been settled correctly and to the satis- 
faction of the insured was demonstrated 
by the fact that there is still a Travel- 
ers Insurance Company. 

“How long would we last if we had a 
reputation for not paying claims, which 
we could easily get if our claim depart- 
ment did not measure up”” 


Says Travelers Collects Most Premiums 
in New York 

One of the most interesting state- 
ments which Mr. Butler made was that 
the Travelers collected more premiums 
in New York City last year than any 
other company in the world. 

“I think I am correct in that state- 


ment,” he said. “If I am not I would 
like to be proved wrong.” 

Vice-President Page said that acci- 
dent insurance was the most widely 
advertised business in the world. One 
cannot pick up a newspaper without 
reading of casualties. He made the 
prediction that there will be a 100 per 
cent increase in accident business dur- 
ing the next five years. 

W. F. Chamberlin, manager of the 
group insurance department, said that 
the Travelers paid 1,800 group claims 
in 1918. 

Kenneth M. Wilson, of Fitchburg, 
Mass., a tormer football player and all 
around athlete, accounted for his suc- 
cess as an accident insurance agent by 
saying that he sold policies for large 
premiums, which he found just as easy 
as selling smaller contracts, and he 
usually closed on first interview. When 
insurance agents fail it is largely be- 
cause they have no system, or they 
close a case in the morning, call it a 
day’s work and quit. 


History of Travelers 


D. J. Bloxham, agency instructor, 
gave a short history of the Travelers, 
which was founded in 1863. In 1859 
J. G. Batterson purchased in England 
at the Leamington Station a ticket in- 
suring him against accident while trav- 
eling in London and it was -this ticket 
which suggested the organization of the 
Travelers. The first contract was 
issued on the life of Col. James Bolter, 
afterwards a director of the Company. 
In consideration of a premium of two 
cents the Travelers insured him for 
$5,000 against accident while journeying 
from the post office in Hartford to his 


home. The second policy covered a 
Hartford man traveling to and from 
Washington. The premium in that case 


was $2. 
A. J. Frith gave some Travelers fig- 
ures. It led all companies in New York 
(Continued on page 9) 
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Savings Pay Life 
Insurance Premiums 





BANKING PLAN IN CLEVELAND 
Liberty Savings & Loan Company and 
Pure Protection Life Associa- 
tion’s Arrangement 





The officials of the Liberty Savings & 
Loan Company and the Pure Protection 
Life Association, both of Cleveland, 
have made an arrangement under 
which premiums written by the insur- 
ance association are received by the 
savings company as deposits; and the 
earnings returned by the association to 
the policyholders are credited to their 
accounts with the banking institution. 

A schedule of premiums has been ar- 
ranged that will provide paid-up insur- 
ance in twenty years for the face of the 
policies while the depositor-policyhold- 
ers will have in addition substantial 
savings in the bank. Deposits may be 
made annually, semi-annually, quarter- 
ly or monthly, as desired. 

According to “Finance and Industry,” 
the officials of the two companies “point 
out that policies thus paid up differ 
from ordinary 20-payment life policies 
in that the premium charged represents 
the actual whole life rate or pure life 
insurance, plus the cost of administer- 
ing the company’s affairs—limited by its 
charter to $3 for each $1,000 of insur- 
ance written, while the savings fund 
accruing in the bank from savings or 
earnings of Pure Protection Life is at 
all times the property of the insured, 
and subject to withdrawal at any timo 


without reduction in the face value of 
the policy.” 


Explanation of Plan 


E. J. House, secretary of the Liberty 
Savings and Loan Company, in explana- 
tion, said: 

“There are savings in pure life insur- 
ance without surcharges, arising from 
the fact that the actual death rate of 
associations writing selected risks, 
based on the American experience table 
cf mortality, is only about 50 per cent 
of the rate shown in the table. Other 
savings accrue from lapsed reserves and 
excess interest earnings 

“To garner these savings into a fund, 
which may be needed by the insured in 
adversity, or the income from which 
after a certain period will cover the 
premium on his policy, and will be paid 
to his heirs at his death, in addition to 
the face of the policy, a plan has been 
devised by which life insurance, written 
by a pure life association, is coupled 
with a system of savings underwritten 
by a banking institution—the two, how- 
ever, remaining distinct. 

“By this plan the policyholder de- 
posits his premium with the savings 
company, the first year, to the credit 
of the insurance association. The second 
year the full premium is again deposit- 
ed; but at this time the insurance asso- 
ciation instructs the savings company 
to credit to the savings account of the 
insured the amount that the former has 
saved for him from the mortuary fund, 
lapsed reserves and excess interest. 

“This is repeated each year, and the 
credits, with the interest accumula- 
tions earned through the savings com- 
pany at 5 per cent interest compounded 
quarterly, form a fund the interest from 
which will pay the life insurance pre- 
mium for the remainder of the insured’s 
life.” 





Charles A. Ambler, former insurance 
commissioner of Pennsylvania, has been 
indicted by the Grand Jury in connec- 
tion with the North Penn Bank smash- 
up. 
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To the field forces of the 
Mutual Life George T. 
Dexter gives this advice: 
Should not the shoemak- 
er’s children be well 
shod, the clergyman practice: what he 
preaches, and the physician heal him- 
self by taking his own medicine? And 
should not we life insurance men do 
what we are urging other men to do, 
mamely, put aside, save, some of these 
easy-coming low value dollars in order 
that when the purchasing power has 
risen, and when perhaps the coming 
is not so easy, we shall be advantage- 
ously situated? Your earning power is 
at present greater than it has ever 
been, and, notwithstanding the hig 
cost of living, you are better able to 
save than you have ever been. The 
prudent, thrifty man, seizes safe op- 
portunities to turn one dollar into two 
dollars. 

There is no other investment you can 
make that will pay you such sure and 
large profits as a present investment in 
money. It is plentiful and of low value. 
A little self denial now, a saving now, 
and you will later enjoy the profit ac- 
cruing from the rise to a higher value, 
and in the meantime you will have the 
use of the income of your savings, if 
they are in bank or are put into interest 
earning securities. If, however, you are 
to be sure of: possessing the profit on 
your savings you must be certain that 
if you save by investments in securities 
or in realty, they shall, without the 
shadow of a doubt, be redeemable, when 
money’s value has risen, at not less 
than the amount you paid for them 
Some attractive investments have spec- 
ulative hazards; others, partly be- 
cause they are staples and their present 
value is not much below par, will not 
have an alluring rise. To invest wisely 
requires knowledge acquirable only by 
experience, or else that the investor be 
guided by one who has that knowledge. 
It you yourself are without it, and an 
expert’s is not available, you had better 
play safe by putting your savings Into 
bank at interest. And, of course, the 
agent who has not heretofore had suffi- 
cient family protection could not do 
better than to use some of his savings 
in that direction, or if he has enough 
protection a ten year endowment policy 
would be a sure and satisfactory invest- 
ment. I do not so much wish to point 
cut the kind of investment as to urge 
you to seize this opportunity to save 
and save safely. 

Life insurance repiesentatives are 
the world’s schoolmasters of thrift. In 
their devotion to the well being of oth- 
ers they should not. neglect their own. 

* * * 


Advice From 
George T. 
Dexter 


John S. Tunmore, of the 

Brushing Provident Life & Trust, 

Aside called to see a bank offi- 
Competition cer whom he had already 

insured and asked him 
how much income he had thought of 
leaving his wife from his imsurance, 
which led the bank officer to say that 
he was carrying $13,000. According to 
“Provident Notes,” Mr. Tunmore sug- 
gested that at 5 per cent this would 
only bring in $650 a year, and that he 
had better make provision for $1,000 a 
year. 

The banker then said he had prom- 
ised a friend that he would take out 
his next policy with him. “That's all 
right,” said Tunmore, “who is he?” It 
turned out to be the general agent of 
another company who was a good friend 
of Tunmore’s. The banker was a man 
of his word. His answer was in no 
sense an excuse. The promise was a 
real promise which had not been given 
lightly. He had meant what he said 
when he had told the other general 


Practical Suggestions to Help the Man With the Rate 
Book Increase His Income and General Efficiency 














agent that he would give him his next 
policy. 

Tunmore, knowing tue banker well, 
had reatized all this, and said, “suppose 
we divide this insurance. I can arrange 
It 50 that you will only have to be ex- 
umined once for the two policies, and 
| will get an application biank in that 
company, and put it through for you 
so that my friend the general agent wili 


get his commission. “Can you do 
that? I never heard of anything like 
that. Where do you come ‘in?’ ex- 


claimed the banker. “I’m here to give 
you good service. It’s perfectly simple, 
and no trouble, just a matter of efficient 
service,” replied Tunmore, who went on 
to write up the Provident application 
on the endowment plan, explaining that 
he would write up the other application 
on the 20 payment life plan, as that was 
the plan which the other general agent 
would have recommended for the pol- 
icy in his company. 

Tunmore then went to see the other 
general agent, who was “plum tickled” 
to think that Tunmore had secured the 
case for him. The banker was delighted 
with the efficient service, and especially 
eppreciated the fact that Tunmore had 
nol tried to get him to go back upon his 
word. When Tunmore went to deliver 
the Provident policy, he said, “How 
much did you pay for that other policy?” 
The banker told him. “At this stage,” 
Tunmore said, “I am not interfering 
with my friend in showing you how 
much less that kind of policy costs with 
us. Why don’t you take a policy like 
that with me?” “All right,” said the 
banker, “I will.” 

Everybody was happy. There had 
leen no competition, no friction. and 
Tunmore. had got the amount of insur- 
ance which he had wanted to get when 
he went in to see the banker. 

* * * 


The California Bulletin of the 
Buying Provident Life & Trust (Co. 

A cites a sales talk for farmers. 
The agent approaches the pros- 
pect and says: 

“Suppose I offered to sell you a 
twenty’ acre farm on the installment 
plan with the following options: 

“Option No. 1. 


Ferm 


If you should die be- 
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fore the farm is paid for, I will cancel 
the balance due and give your widow 
a clear deed to the property. 

“Option No. 2.—If, after you have 
made some payments, you decide that 
you do not want to continue, I will give 
you a deed to that portion that you 
have bovght and paid for. You do not 
forfeit the whole farm by not making 
all the payments. 

“Option No. 3.—If you decide, after 
you have made several payments, that 
you do not like the location and want 
to sell out or move away, I will give all 
your money back, providing You pay me 
the rent for the time you have-used the 
property. (1 could have rented the 
property to someone else.) 

“Option No. 4.—If, after several years, 
you do not want to continue the pay- 
ments, or sell your equity, you can live 
on the place until you have used up 
your equity in rent. 

“Option No. 5.—After you have given 
up the property, I will hold it for you 
for a few years so that if you want it 
back for the same price I first sold it 
to you, you can get it. 

“Wouldn't that be an exceptional op- 
portunity? And yet I can offer you a 
contract that is equivalent to the prop- 
erty.” —“California Bulletin.” 
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“The Oldest Company in America’’ 


Issued its first Policy in 1843 


Three leadership achievements of the Mutual Life:—The American 

Experience Table of Mortality, the corner-stone of modern life in- | 

The “contribution plan” of surplus distribution, used al- | 

most universally by American companies. ! 
ment policy, the basic form of all Life Income contracts. 


“Mutual Life”’—known in every household. 
and service, notable financial strength, co-operation with agencies. 
Life Insurance at its best!—the Agent’s desire and ideal. 


For terms to producing Agents address 


The Mutual Life Insurance Company 
of New York 


34 Nassau Street, New York 





The Continuous Instal- 


Unexcelled policies 




















Manager Flood sends the follow- 
“Just ing letter of appreciation to new 
Met agents who show that they ar» 
Him” branching out successfully 

among the general public. The 
encouragement that such a_ well-ex- 
pressed commendaticn gives is worth 
much to any agency that has a live, 
progressive body of men in its service. 

I have seen two applications within a 
week where in answer to Question 1 of 
the Agent’s Certificate, you wrote, “Just 
met him.” 

I am always glad to see this endorse- 
ment, because it means that you are 
soliciting people who are comparative 
strangers to you, and that your presen- 
tation of our contracts is forceful 
enough to close the business at the 
first interview—two strong indications 
of the successful agent. I hope we wiil 
receive more of these. 

The trouble with most agents is thut 
they do not solicit enough strangers. 
Friends and acquaintances are not al- 
ways available for insurance, nor even 
for interviews, and a lot of time is 
wasted trying to locate them. If you 
have the confidence to solicit strangers, 
you will find them all about you, and 
you cannot tell who will be interested. 

So we hope you will continue to sen1 
in applications with the endorsement. 
“Just met him,” for it is an unconscious 
expression of your growing ability. 
New England Pilot. 


MAKES WAR AGAINST TWISTING 


Virginia Insurance Commissioner Will 
Throw Companies Out of State, 
if Responsible 

“The Virginia Insurance Commission- 
er has ruled, in connection with a case 
where a life insurance agent made an 
attempt to secure the services of an ag- 
ent for another life company without 
his giving prior notice to the company 
of the other agent, that an acticn of 
that kind would constitute good cause 
for the refusal to renew the certificate 
of registration of the agent who carries 
on such negotiations. He states fur- 
ther ‘that where the facts developed 
in the case disclose approval or partici- 
pation in such practices by an execu- 
tive officer of a life insurance company, 
he will hold the company itself respon- 
sible therefor.’ ” 

PAPER READ IN CANADA 

The very interesting paper, “Why I 
Occasionally Buy $100 000 of Life Insur 
ance and Will Consider More,” by 
Ernest Merritt Adams, of Calgary, Can 
eda, published by The Eastern Under- 
writer on October 17, was read before 
the annual meeting of the Life Under- 
writers’ Association of Canada. 
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Founded 1865 





The Provident Life and Trust 
Company of Philadelphia 





The Thrift Campaign reinforces the Provi- 
dent agent’s canvass for long endowment. 








Northwest corner Fourth and Chestnut Streets 























THE MOST 


Mr. Agent, is to write your prospect in the Company writing 
the most valuable policy for the insured. 
Secure prompt action in the 


VALUABLE POLICY FOR YOU 





INSURANCE CoM 














WILLIAM N. COMPTON, General Agent 
Metropolitan District 
St. Paul Bldg., 220 Broadway, New York, N. Y. 
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T. R, Fell to Call 
Rebating Meeting 





INVITES AGENTS TO ATTEND 





Calls Appeals to Underwriters’ Asso- 
ciation Futile; Favors Direct 
Appeal to Company Involved 





T. R. Fell, New York manager of the 
Massachusetts Mutual, has written a 
jetter to nearly 1,000 agents in New 
York, on the subject of rebating, con- 
cluding with the announcement that he 
will at an early date issue a call for a 
meeting to take some effective action 
in rebating which he says is growing 
in this town. He believes that action by 
life underwriters’ associations against 
rebaters has been futile as there is no 
record of a prison conviction, and he 
thinks the agents should move by pre- 
senting facts about rebaters to the com- 
panies directly interested. 

No Results From Complaints to Asso- 
ciation 

“I do not believe in bringing to the 
attention of the life underwriters’ asso- 
ciation in this city the question of r2- 
bates,” he said, “but I do believe in 
bringing cases of suspected rebate to 
the attention of the companies employ- 
ing the offending agents in every in- 
stance. We have had before the Life 
Underwriters what looked like cinch 
cases of rebating and stealing pre- 
miums, but I do not know of a single 
case of conviction. I have been on the 
executive committee of the Life Under- 
writers for many years and have never 
yet heard of a case of rebating or steal- 
ing premiums that they handled suc- 
cessfully. I have even made an affidavit 
in a rebating case that came to my 
personal knowledge and another agent 
made an affidavit in the same case, and 
all the satisfaction we ever got out of 
that case was that the papers were 
finally lost. Now, do not misunder- 
stand me; I am not making a complaint; 
I am just trying to get out of your head 
4 wrong impression about the Life Un- 


derwriters—that they are the people to 
try rebating offenses, and at the same 
time I am going to try to give you a 
way of handling rebate that will be 
more practical. It is based upon my 
opinion that the companies do not want 
rebaters among their agents. It is 
based upon my belief that even the re- 
bater does not want to rebate; and it is 
based upon my personal belief that not 
one full-time life insurance agent in a 
hundred in his town rebates. It is also 
based upon my belief that there is more 
rebating going on in this city than there 
was a year ago. * * * 


No Reflection 


“I do not want to give the impression 
that the Life Underwriters have not 
made a sincere effort to enforce the 
anti-rebate law. My only thought is 
that after many years and many efforts 
in rebate cases they have not convicted 
nor driven the rebater from the busi- 
ness. Why the failure? Because, in 
my opinion, their vision, their outlook 
has been wrong. They have tried to go 
it alone. They have practically said it 
is none of our business whom the com- 
panies employ so long as the agent is 
not a criminal, but if he is a criminal 
we will go after him and send him to 
prison and then he is out. 


“When the Life Underwriters wanted 
to stop twisting they made it andther 
crime and so far as I know there has 
been no conviction under that law, but 
twisting is practically out of business. 
Why.—because it is a crime to twist? 
In my opinion that is not the reason. It 
is not a crime for a man to drop a 
policy in one company and take out one 
in another company, but every time an 
agent persuades a man to do that he 
injures the life insurance business, he 
loses in self-respect and every agent 
knows that more business may be 
written in a legitimate way than by 
twisting. Twisting became unpopular 
when it became less profitable than 
legitimate work, and at that point the 
big life insurance twisting factories in 
this town scrapped their old plants, put 
in new machinery and started out on a 
new line,—and thank goodness, a better 
line. And few people ever stopped to 
think why they made the change. * * * 

“Do not regret and repine that the 
selling of life insurance is not held in 
high esteem by the average business 


man, but consider the reasons for the 
disrespect and attack them. Now, some 
people have said to me do not mention 
rebate at this time, Fell, because there 
are some agents who do not know any- 
thing about it. Rebating is being dis- 
cussed in this town more than at any 
other time during the past ten years. 
If you do not think so ask any manager. 
It was the subject of discussion at quite 
a large gathering a short time ago. I 
was not there but I have heard about it. 
I do not believe in whispering about an 
evil. I believe in knocking it and ask- 
ing you to help knock it. 


Act on Suspicion 


“Stop trying to land people in fail 
before you try to get rid of them. 
They are unfit for the life insurance 
business long before they are guilty 
enough for prison. He must be some 
crook before you can put him behind 
the bars, but a registered letter is 
enough to cancel a contract if the com- 
pany thinks the business of the agent 
is undesirable, and there is not a life 
company in this city that does not 
think rebated business undesirable. 
Therefore, if the finger of suspicion 
points at one agent from several direc- 
tions there is going to be trouble. The 
company employing him cannot afford 
to have the agents of other companies 
suspect its agents, and the company 
will at least tell him that he must con- 
duct his business so that he will not 
even be suspected. 

“If a man tells you he has received 
a rebate or has been offered a rebate 
handle him deftly—do a little detec- 
tive work for the good of the business; 
ask him what company, what kind of 
policy, its amount, date. Get some in- 
formation on which we can identify the 
case and we will present it to the com- 
pany and ask that they supply the miss- 
ing data, even to the name of the agent 
if necessary. 

“If a man asks you for a rebate con- 
sider carefully what your next step 
should be. Can you handle him in a 
rough way and tell him how crim- 
inal, reprehensible, etc., rebating is 
and get the business, or should you 
hold off on that kind of talk and find 
a point of agreement with him, such 
as ‘I shall be glad to put your propo- 
sition against that of any other com- 
pany?’ What company, amount, plan, 
how much rebate off the first premium? 


He cannot expect you to meet any 
proposition unless in a general way you 
know what the proposition is. Your 
proposition will probably be better than 
the other with a rebate, and I predict 
something further,—if the life insur- 
ance agents will report all cases of sus- 
pected rebate it will be found that most 
of it is being done by the agents of just 
a very few companies. I do not expect 
to hear of a case of suspected rebate 
against any agent of the Massachu- 
setts Mutual in this city, but I would 
prefer to have a case of unjust sus- 
picion reported than to have it nursed 
in secret or whispered about.” 





HOLDING THE ATTENTION 
H. H. Steiner, Connecticut Mutual, Dis- 
cusses Overcoming of Prospect’s 
Mental Barriers 








In a talk on salesmanship before ag- 
ents of the Connecticut Mutual, H. H. 
Steiner, superintendent of agencies, dis- 
cussed the ways of absorbing the pros- 
pect’s absolute attention. 

“When it is remembered that the 
prospect has five senses capable of 
transmitting to his mind many thou- 
sand impressions in an incredibly short 
space of time, it becomes quite plain 
that to gain absolute attention the ag- 
ent must occupy as many of the senses 
as possible with his proposition,” he 
said. “By this means he may hope to 
so gradually fill the mind of the pros- 
pect with his thoughts that all others 
will be crowded out. There is one 
thought which is found almost univer- 
sally in the prospect’s mind which ob- 
stinately remains in his consciousness. 
We refer to the self-protective idea of 
not wanting to assume additional obli- 
gations. The creation of the desire be- 
fore discussion of the cost, or deposit, 
is a fundamental principle in salesman- 
ship. In an interview this is the first 
and last mental barrier which must be 
overcome. With this accomplished the 
salesman has gained complete atten- 
tion and some measure of interest and 
is ready to promote a train of thought 
favorable to the project which he has in 
mind and to so cultivate it that he ac- 
complishes the desired result.” 








insuring public. 








What Money Could Not Buy 


The name Massachusetts Mutual is packed full of meaning to the 


It stands for perfect protection at low net co 
absolute security, and for unexcelled service. ot, for 


which no money could buy—an untarnished 
years of square dealing have gone into the making of that n 
strange that it means so much to the representatives of the Company? 


JOSEPH C. BEHAN, Superintendent of Agencies | 


MASSACHUSETTS MUTUAL 
LIFE INSURANCE COMPANY 


Springfield, Massachusetts } 
Incorporated 1851 
Eee 


It stands for something 
reputation. Sixty-eight 
ame. Is it 














| 


The Agents of the 
New England Mutual Life Insurance Company 


After another Year of Splendid Success, 











Face the New Responsibilities resulting from the War, 
with the Determination to give that 
Generous Service which is making Life Insurance 








A Universal Necessity 
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THE “LIVE” LIFE INSURANCE AGENCY 


The Same Standard of 
CO-OPERATION AND SERVICE 
That Has Enabled Our Staff of Agents to Write Over 

$14,000,000.00 
IN LIFE INSURANCE 


During the First Ten Months of the Current Year We Are Extending to 


INSURANTE BROKERS AND AGENTS 


In Our 


ACCIDENT - HEALTH 
DEPARTMENT 








JOS. D. BOOKSTAVER 


GENERAL AGENT 


123 WILLIAM STREET, ALSO 230 GRAND STREET 


(UNDERWRITERS BUILDING) (BOWERY BANK BUILDING) 


NEW YORK 


TELEPHONES 


Beekman 9600 Canal 


Place Your Accident-Health Business With 


THE “LIVE” LIFE INSURANCE AGENCY 


mn 
HA 








wy 1) G 





TT 


! 


WHIT 


HNN AN 
HLH IAA AAA 











vl 


Ml 


eT a 


«ccc 





Tl] 


ee 




















November 7, 1919 


THE EASTERN 


UNDERWRITER 7 





Myrick’s Ideas On 
Institutional Ads 


FAVORS IMMEDIATE CAMPAIGN 








Taking the Public Into Confidence and 
Impressing it With Life Insurance 
Teachings 





In his talk to Boston life insurance 
men last week Julian S. Myrick, of Ives 
& Myrick, managers Mutual Life, New 
York, made a strong plea for institu- 
tional advertising. He said in part: 

“One of the most important factors in 
the economic stability and progress of 
this country has been life insurance— 
the company and the institution. This 
truth has probably been under-appre- 
ciated to a greater extent than it de- 
serves. It has not been brought out 
strongly enough whenever the story of 
the country’s financial history is told. 

“The American companies are werk- 
ing toward the same end and have the 
same sense of duty, responsibility and 
ideals. As this is so, why should there 
not be more unity and coordination in 
reaching these ideals? The soliciting 
and advertising departments of the com- 
panies have always worked at cross 
purposes. The color of the argument 
has been personal in respect to the ag- 
ent and personal in respect tc the com- 
pany. There is such a thing, we be- 
lieve, as public psychology, as dis- 
tinguished from psychology applied to 
the individual. 

“If an agent illustrates a benefit or 
presents a truth, no matter how con- 
vincing he is, there is a natural reluc- 
tance on the part of his client in ac- 
cepting the truth. The buyer turns to 
what he thinks has been told him rather 
than to what he has. He may be con- 
vinced as a thinking-organism, but as 
a human-agent he is not. 

“The same is more or.less true when 
a particular company states a truth or 
illustrates a benefit. The manner per- 
haps is less personal, and hence the 
public may show less reserve in accept- 
ing it. But if life insurance as an in- 
stitution has something to say it will 
find the public quite open-minded and 
responsive. No matter what the indi- 
vidual agent may claim, the public want 
impersonal views and _ fundamental 
truths. The ability of the average man 
to apply them personally has developed 
to a surprising extent during the last 
25 vears. 

A Morning Paper Ad Which Brought 
Results 

“An advertisement inserted by an ag- 
ency recently in a New York morning 
paper, which simply offered to submit 
a formula scientifically determining the 
amount of insurance and the proportion 
of its cost to other living expenses in 
a classified schedule, brought an unex- 
pected number of replies from all parts 
of the world. It was not the company 
or the form of the ad which brought 
this large response but that it con- 
tained a fundamental truth that could 
be universally applied. If this same 
thought had come from life insurance, 
as an institution, the results would 
have been extensive. 

“If life insurance as an institution 
would take the public frankly into its 
confidence, advise as well as urge, teach 
as well as advertise, and do it in such 
a way that the reserve of the public 
would be broken in its first line of de- 
fense,—the result would be far-reach- 
ing in its usefulness and effect. That 
something of this kind should be done 
without delay is imperative. 

“An educational campaign could cov- 
er the two great departments of life 


insurance; the first having to do with 
the value of life insurance as a whole, 
its economic benefit to the country; 
what it has done to preserve the value 
of its institutions, railways, public 
service corporations, industrial com- 
panies, etc., and the second having to 
do with the personal and technical 
sides, policy forms, various provisions, 
new and old, the amount of insurance 
to carry, the value of business insur- 
ance, the advantages of partnership and 
corporation protection, group plans, etc. 
How this campaign could be conducted 
is a matter of detail, whether it is 
through the newspapers, stories in mag- 
azines, a staff of lecturers appearing be- 
fore various societies, chambers of 
commerce, etc., circulars, or more com- 
prehensive courses in colleges and uni- 
versities, and perhaps in high schools, 
ete. Any and all of these plans can be 
worked out. The result is bound to 
make the agents of all companies more 
efficient and ‘their work more pro- 
ductive, besides increasing the volume 
and quality of insurance written. When 
unjust taxes are proposed, companies 
through this medium will have a more 
sympathetic field to work in, policy- 
holders will learn to understand the 
taxation as well as the insurance prob- 
lems, and the companies will at least 
have gained the active support of the 
public, which now is one of apathy. 

“It is time for the life insurance com- 
panies of this country to realize that 
their position can only be made strong 
and more enduring by sincere co- 
operation. 

“A few companies can accomplish 
little. Every company throughout the 
country must have its share and its in- 
terest in this movement. If one com- 
pany has an inspiration, it should be 
met with some show of generosity by 
the other companies, rather than by 
latent animosity. If one company has 
a well-conceived plan for better con- 
serving the public health, why should not 
its effort be sustained by all companies 
—for all will benefit. I hear that one 
company has already planned to make 
a comprehensive research inquiry into 
the cause of the influenza. Life insur- 
ance as an institution will benefit by 
this investigation, so why should not 
life insurance as an institution ‘shoui- 
der’ the investigation? The aggregate 
experience of 300 companies in all de- 
partments, functions and phases of our 
business will be more valuable to each 
company than the experience of only its 
own, or perhaps a few neighbors. And 
a great co-operative aggregate effort 
will be more valuable to life insurance 
than the aggregate experience,—for this 
experience is but kinetic energy until 
it is made potential by public use. And 
the public will never know the use of 
life insurance in the most comprehen- 
sive sense until life insurance as an 
institution is better organized as such.” 





HOLD UP CONVENTION NUMBER 





“Life Association News” October Edi- 
tion Delayed by Printers’ Strike 
—Statement by Editor 





Editor Everett M. Ensign, of the “Life 
Association News,” has issued the fol- 
lowing statement in reference to the 
Pittsburgh convention number of the 
“Life Association News”: 


“On account of the strike in the print- 
ing industry of New York, now in its 
fifth week, it has been impossible to 
issue the October number of the 
‘News.’ This number will be the con- 
vention number, and your copy will 
reach you a few days after the strike 
terminates. It will not be a case of 
‘Better late than never,’ for really, it 
will be BETTER LATE THAN EVER.” 











Address, 





PENNSYLVANIA OPPORTUNITY 


If you are interested in making a permanent connection with an old well estab- 
lished company with a progressive management and an unequalled dividend record, 
it will be to your interest to investigate our proposition. 

PERMANENT, 
Care of The Eastern Underwriter, 105 William Street, New York City 
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American Central Life 


Insurance Company 
INDIANAPOLIS, INDIANA 
Established 1899 
All agency contracts direct with the company 


Address: 


HERBERT M. WOOLLEN, President 

















Organized 1871 


LIFE INSURANCE COMPANY OF VIRGINIA 
RICHMOND, VIRGINIA 
OLDEST-LARGEST-STRONGEST, Southern Life Insurance Company 


Issues the most liberal forms of Ordinary Policies from $1,000.0@ to 
$50,000.00, and Industrial Policies from $12.50 to $1,000.00 


CONDITIONS ON DECEMBER 31, 1918 
Assets 





BECEE  nnrcccccccrcceseccescereeseeeeeeseeeeees seneeeseeseeeceseesoeeseeseseecses $18,362,862.75 
CAUIUED  onnind5u00000000600000006000000E06000) 00660000060060000N Eas ecCRECN+ se 626,824.78 
SE TE, SIND | acidciusyaddubigscndanbenebe senceacvaseecuasdanebbamineddaans 1,736,037.97 
DNS BH TOTOR: veccnnvescesesecnoscasoenesssicvenneescocessaaccsosessonsces 149,170,320.00 
PSE Gb POTIND . cn ccunsesneccancene <écceveseeseuccecensscesobotensecs 2,376,218.7$ 
Total Payments to Policyholders since Organization ........cccccceecees ,988,83/ 


JOHN G. WALKER, President. 

















Great Southern Life Insurance Company 


HOUSTON, TEXAS 


*AMARILLO 


THE DALLA TEL ERK AMO® 
BIG FIworth, 
TEXAS GREAT 


CO. BRET 0. S. CARLTON 


AUSTIN® PRESIDENT 
SAN ANTONIOe 
* DEL RIO 


Pritt For Agency Contracts address 


4p 
COMPANY’, 2 

















19,712 LEADS 


were distributed among Fidelity field men in 1918—the result of 
our direct mail advertising. This is agency co-operation on a 
vast scale and explains why we are writing more business than 
at any time in our history. 


The Fidelity operates in 40 states. Full level net premium 
reserve basis. Faithfully serving insurers since 1878. Insurance 
in force over $150,000,000. 


A Few Agency Openings for the Right Men 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY, PHILADELPHIA 
WALTER LE MAR TALBOT, President 














Are You Permanently Established? 


Write for Territory 
Pennsylvania—Ohio—West Virginia 


PHILADELPHIA LIFE INSURANCE CO. 


PHILADELPHIA 
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Lawyer Caldwell 
a Chronic Kicker 


HIS ATTACK ON COMPANY 





Owns $50 of Stock; Company Turned 
Down His $60,000 Bill For 
“Services” 





A St. Louis lawyer named Caldwell 
sent to insurance newspapers and in- 
surance commissioners this week an- 
other attack on the present manage- 
ment of the Missouri State Life. He 
was in the employ of the company until 
January, 1918, and owns five shares of 
stock, par value $10, and carries a $2,000 
policy. 

Shortly after his employment with 
the company ceased he presented the 
company a bill for $60,000 for services 
he claims to have rendered. The com- 
pany denied liability, refusing to make 
payment. 

Up to this time Caldwell has not 
taken steps for collection of this or any 
other sum. However, in September, 
1918, he instituted suits against the 
company and some directors, but they 
have not come to trial. An officer of 
the company said this week: 

“It does not appear from his petition 
that the company lost a dollar or was 
injured from charges he makes. He 
discussed items of expense incurred in 
combating steps to move the company 
to Texas. These expense items were 
certified by Otis J. Blackenstock, a 
general agent, and were paid by him 
in the usual course of business, subse- 
quently the expenses being assumed by 


him personally. Money to do this was 
advanced against his renewal account 
which was ample security for many 
times amount advanced. 

“He was charged 7 per cent per an- 
num interest. Later, a group of men 
voluntarily assumed that expense and 
reimbursed the general agent, who had 
previously repaid the company the 
amount with interest. 

“Not a dollar referred to by Caldwell 
was misappropriated or lost. This is 
true of every item in his charges. 

“M. E. Singleton has unanimous 
choice of directors for president. He 
and some assistants did purchase 8,000 
or more shares of stock from a syndi- 
cate holding stock to prevent removal 
of the company to Texas.. The price 
paid for the stock was a loss, not a 
profit. 

“Caldwell’s statement as to holdings 
of directors is not now correct. Per- 
sonnel has changed and holdings in- 
creased. All transactions referred to in 
Caldwell’s letter occurred while com- 
pany was under examination of four 
state departments. There is no ground 
for his attack.” 





NEW FEDERATION COMMITTEE 


The new executive committee of the 
Insurance Federation of New York 
State consists of A. C. Hegeman, New 
York City; Wm. H. Hecox, Bingham- 
ton; John A. Eckert, New York City; 
Edgar M. Griffiths, Albany; Augustus 
H. Knoll, Buffalo; Frank P. Tucker, 
Albany, and Charles Bellinger, New 
York City. 

The new directors are Frederick W. 
Swan, Elmira: G. Herbert Hale, Ma- 
lone; Geo. E. Bailey, Antwerp; Wm. H. 
McGee, New York City; Edgar M. Grif- 
fiths, Albany; Alfred C. Edwards, Say- 
ville; Augustus H. Knoll, Buffalo, and 
James R. Garrett, New York City. 
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CO-OPERATION 


HREE-FOURTHS of 
| our new paid premi- 
ums during the first half 
of 1919 were personally 
produced by a group of 
one hundred and eighty- 
three Phoenix Mutual rep- 
resentatives. The new pre- 
miums of this group total- 
ed $591,598.93, which is 
an average for the half year 
of $3,232.78 for each indi- 


It is to full-time repre- 
sentatives of this type that 
we are extending our effec- 
tive plans of agency co- 
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NATIONAL LIFE INSURANCE COMPANY 


MONTPELIER, VERMONT 
FRED A. HOWLAND, President 


A MUTUAL COMPANY 


WHICH FOR 


SIXTY-NINE YEARS 


HAS PROTECTED THE 


HOME AND FAMILY 


Edward D. Field, Superintendent of Agencies 

















| HOME LIFE INSURANCE COMPANY of AMERICA 


INCORPORATED 1899 


PROTECTION FOR THE ENTIRE FAMILY 

This Company issues all modern forms of policy contracts from age 3 months 
next birthday to 60 years. 

INDUSTRIAL POLICIES are in full immediate benefit from date of issue. 
ORDINARY POLICIES contain a valuable Disability clause and are guar- 
anteed by State Endorsement. 

GOOD CONTRACTS FOR LIVE AGENTS 
Executive offices No. SOG Walnut St., Philadelphia, Pa. 
BASIL S. WALSH, President JOSEPH L. DURKIN, Secretary JOHN J. GALLAGHER, Treasurer 


























THE RIGHTS OF 
THE INDIVIDUAL 


AND THE SAFEGUARDS OF INDIVIDUAL RIGHTS 


Rights and duties are personal. Pleasure and pain are personal. 
The combined rights of individuals make up the rights of nations, and 
the “rights” of nations sometimes clash. It was for the protection of 
these individual rights that Americans entered the war; it was to defend 
these rights that we raised vast armies, disciplined and equipped them, 
and sent them overseas to fight. It was for individual rights that our 
men fought so heroically. Their victory is a victory for individual rights. 


Laws and courts and treaties and bailiffs and armies are properly 
the safeguards of individual and national rights. The first law of man- 
kind was club-law—the law of the strongest—the law of the jungle. 
The ultimate law—the law toward which Democracies are struggling— 
will be the law which gives every individual his rights, harmonizing 
them with other men’s rights. 


In a Democracy men are assumed to have been born with certain 
inalienable rights which are protected and restrained by laws which men 
themselves more or less directly make and execute. 

Laws are not rights; they should define rights and be their safe- 
guard. ' 

Apply this reasoning to Life Insurance and see how reasonable and 
how imperative it becomes. 


The wife, who is the home-maker, and who, while making the 
home, loses the opportunity to earn an independent income, has the right 
to some sort of protection against the risk of her husband’s death. 
Children have a right to be well brought up and well educated. These 
rights should be safeguarded as against the death or total disability of 
the husband and father. In most cases there is no safeguard except 
Life Insurance. 

The rights of the individuals—husband, wife and children—are 
written in the policy, and are further safeguarded by the accumulations 
of the insuring company and by the laws under which it operates. You 
can’t live real democracy without insuring your life. 


The New York Life Insurance Company issues a Policy insuring 
against the risk of death or total disability. Behind each Policy is 
seventy-four years of experience, abundant resources, and the super- 
vision of laws that define and maintain the rights of individuals. 


New York Life Insurance Company 
DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK, N. Y. 
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Program of Life 
Agency Officers 





MEETING NOVEMBER 11-12 





Carnegie Institute Men to Take Im- 
portant Part in Discussion; Com- 
pany Training Plans 





The program of the third annual 
meeting of the Association of Life 
Agency Officers, to be held in Chicago 
November 11-12, has been announced. 

The first subject on the program is 
that of agency quotas, in which Frank 
H. Sykes, Fidelity Mutual; T. G. Mc- 
Conkey, Canada Life, and Stephen. Ire- 
fand, State Mutua, will participate. 
This will be followed by talks given by 
J. E. Kavanagh, Metropolitan, and 
Philip Burnet, Continental Life, on 
“Probable Trend of Life Insurance Pro- 
duction in the Immediate Future.” | 

Frank L. Jones, who went to France 
to take charge of education on life in- 
surance for the A. E. F., will talk on 
the afternoon of the first day’s session, 
to be followed by Dr. John A. Steven- 
son, director of the Carnegie Institute. 

“Individual Company Training Plans” 
is on the program next, and those who 
will explain their company’s plans are 
W. E. Taylor, Equitable Society; Glover 
S. Hastings, New England Mutual; 
H. H. Steiner, Connecticut Mutual, and 
George H. Hunt, Imperial Life. 

W. E. Webb, National Life U.S. A., 
and Minor Morton, Volunteer State 
Life, will make addresses on “Stimu- 
lating Production by Means of Con- 
tests, Prize Offers, Etc.” 

Colonel Cholmeley-Jones, head of the 
War Risk Bureau, is also on the pro- 
gram. 

On the second day the program is as 
follows: 

Address, “Co-operation,” J. Stanley 
Edwards, president National Life Un- 
derwriters’ Association. 

Address, “Just What Do You Do?,” 


Major C. S. Yoakum, director Bureau 
of Personal Research, Carnegie In- 
stitute. 


General Discussion. 
The Service the Actuarial Depart- 
ment can Render the Sales Force. 


“Best Method of Supervising Terri- 
tories,’ S. R. McBurney, Travelers; 
Wm. H. Brown, Columbian National; 


Henry G. Wischmeyer, John Hancock. 

“Best Methods of Following Leads 
tor Agents or Managers,” E. G. Sim- 
mons,” Pan American; Joseph W. Jones, 
Franklin. 

“Problems of Peace,’ John A. Pater- 
son, K. C., Toronto. 

Closing words, Sidney Foster, vice- 
president, Royal Union Mutual. 


LIFE MAN CHARGED WITH FRAUD 


Chicago, November 4.—S. C. Pan- 
dolfo, formerly a life general agent 


in Texas, is on trial before Judge Lan- 
dis in the United States District Court 
in Chicago on a charge of using the 
mails to defraud. Mr. Pandolfo, hav- 
ing been interested in several insurance 
promotions, saw larger possibilities in 
the automobile field and launched the 
Pan Motor Company, with headquarters 
at St. Cloud, Minn. 


Butler at Dinner 
of Johnston & Collins 
(Continued from page 3) 
State last year in percentage of gain to 
insurance in force. 

It ranked first in the entire country in 
Production of compensation and liabil- 
ity premiums. 

E. F. Holmes told some of the achieve- 
ments of the Johnston & Collins agency. 
Other speakers included J. R. Lacey and 
H. S. Don Carlos. 

A large number of accident and 
health and life applications were pre- 
sented to President Butler as a result 


of a contest in the Johnston & Collins 
agency. 





Discusses New Type 
ot Insurance Agent 





BROAD VIEW OF INSURANCE 





Salesmen’ Must Create for Themselves 
Vision of Enormously Expanded 
Service, Says Company 





In the opinion of the New England 
Mutual life insurance is now demandiag 
men of a new and broader type than in 
the past. They must be able to influ- 
ence all men with the call which life 
insurance typifies, the call to general 
progress by right of education, industry 
and liberty, secured through social well- 
being. In this task life insurance has 
a service to perform whose full scope 
not one of us realizes. And the men who 
shall influence the world in its slow 
swing around to the new ideal of co- 
operation—which is the basic thought 
of our business—must create for them- 
selves some vision of what this enor- 
mously expanded service implies. 

But, to the average man, this is a new 
thought. We must break up the old, 
narrow conception of life insurance by 
popularizing the larger, modern ideas, 
says the New England. The war has 
helped us all in this task. Our national 
consciousness has been given a certain 
international breadth of view, which in 
turn has reacted on the personal out- 
look of each one of us. We are the 
citizens of a greater commonwealth, the 
vital means towards creating which is 
an ever-extending safeguard against 
the calamity of death. Entrenched be- 
hind the protecting wall of life insur- 
ance, every home-maker in the country 
can work in peace of mind and secur- 
ity of estate. How many are doing it 
today in any such sense as here in- 
tended? 

Life insurance asks for men of mental 
alertness, courage and ambition; men 
who, while submitting to occasional 
disappointments with complacence, 
never lose the offensive. The hopeful 
feature is that we are getting many who 
qualify in this list of natural leaders. 

And, do you realize that few callings 
develop character as does life insur- 


GREATEST 
ILLINOIS 


COMPANY 


WANTS GOOD MEN 
AND 
>WILL PAY THEM WELL 


ance? the Company asks. The clash 
and contests of field-work, the inter- 
play of minds, the varied activities and 
encounters of business-seeking, the ex- 
periences and friendships resulting 
therefrom—all make up the day’s work 
of the aggressive agent. No laggard 
can meet these requirements. 

This rigorous training has produced, 
and now is producing, manly men—who 
in their daily life are steady, efficient, 
loyal and public-spirited in the best 
sense. These men have nothing per- 
functory or routine about them! 

In many respects the type of charac- 
ter that our business demands today 
differs from the older type; but we can- 
not help feeling that where it is like 
the old it is doubly strong; and where 
it differs, it reflects a true advancement 
in the standards of public service. 








More 


Insurance 








In Force 





than 


any other company 


west of the 


Mississippi River 


Bankers Life 


Company 
DES MOINES 


GEO. KUHNS 


’ President 


HOME LIFE 
INSURANCE CO. 


256 BROADWAY, NEW YORK 
WILLIAM A. MARSHALL 


President 
The 39 Annual Report of the 
Home Life Insurance Company 


shows over Four Million Dollar 
paid to policyholders in 1916 o 
which over Seven Hundre ou- 
sand was in dividends. e in- 
fluenza pneumonia epidemic caused 
an abnormal! mortality greater than 
any experienced in the Company's 
history, but notwithstanding is 
the assets show an increase of 
more than 4% and ure now over 
Thirty-Six Million Dollars. 


The total insurance in foree 
increased during the year 6.6% an 
is now nearly One undred an 
Fifty-Nine Million Dollars. 





For Agency apply to 


GEORGE W. MURRAY, 
Supt. of Agents. 








| 256 Broadway, New York, N. Y. 














Build Your Own Business 
under our direct general agency contract 
Our Policies provide for: 

Double Indemnity, 
Disability Benefits, 
Reducing Premiums 
See the new low Rates 
JOHN F. ROCHE, Vice-Pres't 


THE MANHATTAN LIFE 
INSURANCE COMPANY 


66 BROADWAY NEW YORK 
Organized 1850 








THE BERKSHIRE LIFE INSURANCE CO. 


OF PITTSFIELD, MASS. 
Incorporated 1851 
W. D. WYMAN, President 
A purely mutual Company, issuing all desirable forms of life insurance, 
ATTRACTIVE LITERATURE : 


Ambitious, Productive and Trustworthy Life Agents may be benefitted 
by corresponding with 
W. S. WELD, Superintendent of Agencies 











IN THE CENTER OF THE U.S. A. 


a ——— 








EVERLASTING 


AS THE HILLS. 








is located a big, vigorous, and growing 
institution of Life Insurance. 


Our geographical location enables us to 
render exceptional service to our policy- 
holders and field force. 


y Over $200,000,000 of insurance in force. 
Investigate for yourself. 

Missouri State Life Insurance Company 
M. E. SINGLETON, President 


St. Louis, Missouri 
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THE EASTERN 
UNDERWRITER 

This newspaper is owned and is pub- 
lished every Friday b; The Eastern 
Ux lerwriter Company, a New York cor- 
poration, office and place of business 
105 William Street, New York City. 
Clarence Axman, President and Editor; 
W. L. Hadley, Secretary and Business 
Manager; W. E. Schram, Associate 
Editor. The address of the officers 1s 
the office of this newspaper. Telephone 
2497 John. 

Subscription Price $3.00 a year. Single 
copies, 25 cents. 

Entered as second-class matter April 
5, 1907, at the Post Office of New York, 
N. Y., under the act of Congress of 
March 3, 1879. : 





MARINE UNDERWRITING 

If there is any one particular divi- 
sion of the great business of insurance 
where radical changes are necessary 
to stop disaster it is in marine under- 
writing. The war is over, war risk 
with its large profits is a thing of the 
past, and radicalism as typified by 
reckless methods still prevails. A great 
many doctors, in Washington and 
elsewhere, are trying to provide the 
cure, but the patient is ill, suffering 
largely from complaints brought on by 
himself. Rates are too low, under- 
writing judgment often at fault, over- 
head is too high and salaries are ex- 
orbitant. Moreover, never was there 
a business which suffered so greatly 
from taxation, and here more than any 
other place, there must come relief. 
How long would Sears, Roebuck & 
Co., Montgomery Ward ‘& Co., and 
similar mercantile enterprises exist if 
they were taxed on their total turn- 
over instead of their net? Yet, marine 
business must be conducted under the 
handicap of a 3% per cent. tax on the 
gross volume of premiums. Moreover, 
the future of the merchant marine is 
still a matter of conjecture. 

Relief from taxation will probably 
come, but in the meantime the under- 
writers must forget petty internecine 
wars, overlook jealousies, cease accept- 
ing risks to spite the other fellow, and 
get down from the clouds in the matter 
of their overhead. Above all, rates 
must be more stable and conservatism 
again mount the saddle. Unless com- 
mon sense is applied, some of the cur- 
rent pessimism will be justified by 
developments. 





RE-INSURANCE IN ENGLAND 


“The Policy.” a British insurance pa- 
per, has just issued a special number 
covering the fire reinsurance situation. 
The war ended the British careers of 
eighteen enemy alien companies which 
had a total capitalization of more than 

22,750,000. The volume of premium 


income which they obtained between 
them from British companies is esti- 
mated as exceeding $100,000,000. They 
dominated the reinsurance market. 


A call was made for the establish- 
ment of British reinsurance companies, 
and in order of their birth, the follow- 
ing have been established: General 
Reinsurance Company, Ltd., Treaty Re- 
insurances, Ltd., Tariff Reinsurance, 
Ltd., and the World Auxiliary Insur- 
ance Company. There are _ probably 
more to come, and the year 1920 will 
find the fire reinsurance market of 
Great Britain well equipped with home 
grown companies who will between 
them receive a considerable volume of 
business which in pre-war days went 
almost entirely to the continent. The 
French companies have increased their 
representation in England, and America 
may be heard from. Along this line 
“The Policy” says: 

“The expected American invasion has 
not materialized, but we think that it 
will certainly come.” 

The chief competition to the new 
British companies is from Danish and 
Norwegian companies which were quick 
to size up the situation created by the 
enormous increase in values and con- 
sequent demand for re-insurance aris- 
ing from that cause almost as much as 
from the cancellation of German, Aus- 
trian and Russian coverage. 

Discussing another interesting point 
which has been brought up “The Pol- 
icy” says: 

“In some quarters the opinion has 
been expressed that re-insurance busi- 
ness is in some danger of being over- 
done; that the London market is be- 
coming overcrowded with British and 
continental re-insurance companies, 
which are doomed to disappointment 
because there will not be sufficient 
business to keep them in that style of 
life that they have been brought out 
to expect. We think this a short and 
shallow view of the situation.” 

The companies now doing a British 
reinsurance business can be grouped 
by nationalities as follows: 

14 English companies. 

4 Colonial companies. 
14 French companies. 
12 Danish companies. 

5 Norwegian companies. 
3 American companies. 
3 Italian companies. 

3 Japanese companies. 
2 Argentine companies. 

And one company each from Belgium, 
Holland, Switzerland, Portugal, Chile 
and Finland. 





WHY NOT GIVE CREDIT? 

A number of life insurance companies 
are using entire articles, or extracts 
from articles from the “Gold Book of 
Life Insurance Selling’ number of The 
Eastern Underwriter without giving 
any credit to this paper. Managers of 
company publications are at liberty to 
reprint in their publications anything 
of value which they may find in this 
salesmanship number, but they should 
give credit when lifting such materal, 
all of which is copyrighted. 





CULVER AND McGEE SAIL 
N. B. Culver, vice-president of the Ni- 
agara Fire and W. H. McGee, welil- 
known marine underwriter, have sailed 
for England on the “Quebec.” 








THE HUMAN SIDE OF INSURANCE 























LEONORA M. COWICK 





Leonora M. Cowick, former manager 
of the women’s department of the Mu- 
tual Life in Boston, has moved to New 
York and will open a women’s depart- 
ment for F. W. Adams, manager of the 
Mutual Life at 149 Broadway. Miss 
Cowick began her business career in 
the office of Manager Charles E. Town- 
send, of the Equitable in Boston, and 
graduated into the agency ranks. Later, 
she went to the Mutual Life as mana- 
ger of the women’s department in Bos- 
ton, resigning to enter the foreign 
service of the Young Men’s Christian 
Association. While in France she 
opened a large number of army offi- 
cers’ and enlisted men’s clubs. Miss 
Cowick has attended several conven- 
tions of the National Association of 
Life Underwriters, and has many 
friends in the business who will wish 
her every success in her new position. 

* ¢ 8 


William Bush, son of Harry Bush, 
president of the Dixie Fire, is now with 
the Niagara Fire at the Home Office. 
He was recently in the war service. 


W. Miller Scott, who for many years 
represented the Provident as general 
agent in Buffalo, has become associated 
with Harvey E. Weeks, the firm name 
being Scott & Weeks. 


Fred W. Fuller, of the Equitable J.ife 
Assurance Society, Boston and Spring- 
field, Mass., who has been leading the 
country in amount of premiums, said 
recently: “My life iusurance is ar- 
ranged according to a definite program 
which I planned years ago. I do not 
want to be a poor old man and my insur- 
ance is so adjusted that when I am 
sixty years old I am going to have a 
satisfactory income. Consequently 
every time I pay a premium I feel that 
I am saving for the future. And by the 
time I am sixty these savings may have 
a producing power relatively greater 
than that of the money I have put in 
because inflation has followed every 
war and inflation is sometimes slow in 
subsiding.” 

* * * 


Edwin W. Parkhurst, a Hartford local 
agent in Libertyville, Ill., has represent- 
ed that company for fifty years. There 
are ten Hartford agents who have been 
selling that Company’s policies for half 
a century. 

Ss. 8 8 


F. J. Sullivan, special agent of the 
Hartford Fire in Niagara Falls, N. Y., 
is the author of a valuable article on 
“The Wood Alcohol Industry” in the 
current issue of “The Hartford Agent.” 


Francis R. Stoddard, Jr., deputy in 
charge of the New York Insurance De- 
partment’s New York office, has been 
made a member of the executive com- 
mittee of the New York County Com- 
mittee of the American Legion. 

* * * 

John W. Postgate, former insurance 
editor of the “Chicago Evening Post” 
and of the “Pittsburgh Post,” is now ed 
itor of the “English Speaking World.” 

s ¢@ @ 

Lawrence Priddy, former president of 
the National Association of Life Under- 
writers, has been ill with lumbago for 
several weeks, and will probably be 
confined to his country home in New 
Canaan, Conn., for some weeks longer. 
Despite his illness Mr. Priddy at the 
present time stands fifth on the list 
of New York Life agents for 1919 paid 
production up to November 1. 

e*¢ 6 

D. J. Bloxham, agency instructor of 
the life and accident departments, the 
Travelers, was engaged in field work 
for that Company for years. He has 
had a sweeping vision of a great many 
phases of insurance and about a year 
ago was promoted to the Home Office 
where he is now associated with L. N. 
Deniston in the instruction and training 
school. 

ss * @ 

H. B. C. Davis, who has been super- 
intendent of the automatic sprinkler 
department of the Philadelphia Subur- 
ban Underwriters Department for 
nearly twenty years, is now with George 
S. Levi & Co., Philadelphia. 

a + ok 


Verner Kline, special agent of the Ni- 
agara Fire for Kentucky and Tennessee, 
has been appointed superintendent of 
agencies of the Niagara at the Home 
Office, to have supervision of the 
Southern business. 





TWO VERDICTS 


Verdicts were rendered by the Dela- 
ware County Court, at Media, Pa., 
against the Woodmen of the World and 
the Baltimore Life in suits to enforce 
the payment of death claims. The 
Woodmen resisted payment on a $1,000 
policy on the life of Joseph Urian, who 
was found with two bullet wounds and 
died without regaining consciousness, 
on the ground that the insured commit- 
ted suicide, but physicians showed that 
it was impossible that the wounds were 
self inflicted. The Baltimore Life al- 
leged that the policy contract had 
lapsed previous to the death of the in- 
sured but testimony was produced by 
the plaintiff to the effect that the com- 
pany’s agent refused to accept payment 
of premiums upon the insured becom- 
ing ill. 





J. STANLEY EDWARDS’ AIDES 


J. Stanley Edwards, president of the 
National Association of Life Under- 
writers, has appointed the following as 
assistants to the president for their 
respective districts and the appoint- 
ments have been accepted. 

District 1—Leon J. Barrett, 340 Main 
Street, Worcester, Mass. 

District 2—Charles T. Brockway, 235 
Genesee Street, Utica, N. Y. 

District 3—Harry T. Miller, New 
York Life Building, Minneapolis, Minn. 

District 4—John L. Shuff, Union Cen- 
tral Life Insurance Co., Cincinnati, O. 

District 5—Orville Thorp, 304 Wilson 
Building, Dallas, Texas. 





U. S. TERM APPLICATIONS 
Applications for the new term insur- 
ance of the Bureau of War Risk Insur- 
ance received since March 1, 1919, from 
rewly enlisted men in all branches of 
the service number 44,009, totaling $271,- 
198,100. 
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Cox’s First Talks 
Since Louisville Meet 


A PLEA FOR CO-OPERATION 








Harmony Needed in Relations With 
Legislature—Plain Talk About 
Agency Qualifications 





Considerable interest has been taken 
by underwriters in the first speeches 
made by Fred J. Cox, the new presi- 
dent of the local agents’ association. 
Thev were made at the Connecticut 
and Massachusetts conventions of asso- 
ciations in those states. Some points 
made by President Cox follow: 

If any state legislature puts a com- 
mission law on its books our end is in 
sirht. 

In resnect of levislative measures 
co-operation, not fighting, should be the 
solution of our troubles. The antag- 
onism of the public is the greatest 


problem we have to face today. “The COLONEL WRAY RUMOR FIRE MARINE WAR RISK 

saite Wilhewen the nenet te @ eedlees TORNADO WIND STORM MAIL PACKAGE 

economic factor,” said Mr. Cox. “It “Underwriters Report,” of Sin Fran- RENTS LIGHTNING TOURIST BAGGAGE 

is the socialistic, Bolshevik, I. W. W., cisco, Says He Will Retire PROFITS EXPLOSION SPRINKLER LEAKAGE 

or Yee ~ page Seay went to call it, Before Long HULLS COMMISSIONS USE AND OCCUPANCY 

ne hadnt bs = ase spo coataanY n'a special despatch from St. Louis CARGOES AUTOMOBILES INLAND MARINE 

Too many aeents who should never the “Underwriters Report.” of San FLOATERS LEASEHOLD INLAND TRANSPORTATION 


have been agents have been made by 
the comnanies. We must find a solu- 
tion of the trouble. There should be 
proper agency qualification laws. We 
have no right and it is un-American 
to deny any man the privilege of en- 
tering into any business he desires. 
But we have a rivht to demand that 
men who take up the business shall he 
qualified, that they shall not be granted 
a license unless they are qualified, just 
as much as an undertaker must he 
onalified, or a barber conduct an anti- 
septic shop, before he is given a license. 
An insurance arent should be licensed 
for his knowledve of the business, lack 
of which would hurt the citizens of the 
state. He may do harm if he has not 
that knowledge. The onlv true aualifi- 
cation law is based on knowledge of 
the contract shown bv proner exami- 
nations. On the solution of this aues- 
tion depends whether we are to be in 
the business in ten vears from now. 
The beotblacks must b2 eliminated 
from our profession or it is doomed.” 

President Cox then referred to a 
rrowine class of non-agent mutuals, 
(in which connection he said he had 
no criticism to offer of the New Ene- 
land mutuals which paid agents com- 
missions), and declared that if such 
continued their argressions somethine 
wonld hapnen. Thev would not be at- 
tacked but the agents would be edu- 


cated to hold their business in compe- 
tition. He also condemned the prac- 
tice of the re-insurance of non-agent 
mutuals by stock companies. 

After discussing ownership of cas- 
ualty expirations Mr. Cox said: “We 
can remove antagonism of the public 
by service. . Service is the slogan of 
the National Association. We must 
work to reduce rates wherever possi- 
ble and the prevention of fires should 
occupy our minds. We should interest 
ourselves in legislative matters and 
see that real men are put at the head 
of fire prevention commissions and 
other similar bodies and at all times 
we should work to aid and assist the 
public and make them more satisfied 
with their protection, by so doing we 
will be performing a public service. 
We should work for the company and 
the public and be fair with all. Get 
your feet under the table with your 
competitor and it will help you both, 
and help the business.” 











Francisco, says that Col. A. H. Wray, 
United States Manager of the Com- 
mercial Union, will retire as soon as 
his successor can be chosen and _ in- 
stalled. 

The reporter sent this story when 
General Manaver E. Roger Owen. of 
the Home Office, and Colonel Wray 
were visiting the Home Office of the 
American Central there. 





OFFICE HALLOWE’EN PARTY 


A Novel Entertzinment for Staff of 
Pacific Fire Insurance Co.— 
Officers Attend 

A novelty in the way of an enter- 
tainment was given by the Pacific Fire, 
on October 30, when about 100 em- 
ployes stayed down to a Hallowe'en 
party which was held in the office. All 
the amusements of an _ old-fashioned 
Hallowe’en were enjoyed and music 
was furnished by a jazz band and piano. 
There was singing by t e Misses Ade- 
laile Chatfield and Coetherine Zivihan, 
and Messrs. Leonard Gray, William 
McAleer and Ceorre Horvev of the 
eashier’s department. The following 
ofcers of the ermnainv a‘tendat: | V 
Meserole. president; L. R. Bowden, 
vice-president; H. S. Stephens and H. 
B. Lamy. Jr., secretaries. Ho'ding the 
norty in the office was a new idea. and 
everybody enjoyed themcelves greatly. 




















>; — fHE AUTOMOBILE— 


INSURANCE COMPANY 








OF HARTFORD, CONN. 


MORGAN G. BULKELEY, President 
CASH CAPITAL 


$2,000,000.00 


ASSETS 


$9,216,200.73 


LIABILITIES, EXCEPT CAPITAL 


$5,38 2,334.00 


SURPLUS TO POLIC YHOLDERS 


$3,833,866.73 


LINES WRITTEN 


REGISTERED MAIL 


Affiliated with 


AETNA LIFE INSURANCE CO. 
AETNA CASUALTY & SURETY CO. 

















1841 





hsurance (. 


oF NEWHAVEN. CONNECTICUT. 
RIOT and CIVIL COMMOTION—EXPLOSION 


SPRINKLER LEAKAGE 
AUTOMOBILE 


FIRE—THEFT--COLLISION—PROPERTY DAMAGE 














LEWIS & GENDAR, INC. 


NEW YORK CITY AGENTS 


Commonwealth Insurance Co. of New York 


New Jersey Insurance Co. of Newark 


ONE LIBERTY STREET, NEW YORK CITY 
Telephones: John 63-64-65 


BROOKLYN AND SUBURBAN AGENCY 


Northern Assce. Co., Ltd., of Eng. Firemen’s Ins. Co. of New Jersey 
Commonwealth Ins. Co. of N. Y. Globe & Rutgers Insurance Co. 
United British Ins. Co., Ltd. of London 
New Jersey Ins. Co. of New Jersey 
Detroit F. & M. Ins. Co. of Mich. 
Employers’ Lia. Assce. Corp. of London 


THE 
MARINE AND FIRE 
INSURANCE COMPANY, Limited 








UNITED STATES FIRE BRANCH 
J. A. KELSEY, General Agent 


80 MAIDEN LANE, NEW YORK 


Special Facilities for Handling Out of Town Business 


145 Montague Street, Brooklyn—New York 
Telephones: Main 6370-6371-6372 
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Large Refund On 
Red Cross Insurance 


MADE BY GLOBE & RUTGERS 








Total Value Under Blanket Policy Was 
$20,000,000; Rate 1% Per Cent.; 
No Losses 





A large refund in premiums paid on 
Red Cross insurance has been made by 
the Globe & Rutgers. President Jame- 
son agreed when the policy was first 
written that at the expiration of the 
insurance all premiums not expended 
for losses, taxes and reinsurance should 
be returned to the Red Cross. 

The Red Cross has made a report 
on this insurance for the year ending 
December 31, 1918. 

A single blanket policy was secured 
in the Globe & Rutgers covering Red 
Cross property, both buildings and con- 
tents everywhere in the United States 
and its possessions, except property in 
chapters, branches and auxiliaries of 
the Red Cross. The original premium 
was paid on an estimated value of 
$6,000,000, but this was later increased 
to $20,000,000 in the fall of 1918. In- 
surance at any one location was lim- 
ited to $600,000. There were practically 
no losses last year. 

The Red Cross report says: “The 
very liberal nature of the Globe & Rut- 
gers policy greatly simplified our fire 
insurance problem. This single policy 
took the place of possibly one thousand 
or more individual policies in force 
when the Insurance Bureau was estab- 
lished. All of them having different 
dates of expiration. It covered our 
property automatically for the neces- 
sary amount, using our statements of 
values merely as a basis for premium 
calculation, thereby doing away with 
the annoyance of and danger of con- 
stantly changing the amount of a great 
number of individual policies. We were 
then able to have our insurance protec- 
tion automatically conform to our val- 
ues at all times, which otherwise would 
have been practically impossible with 
our widespread organization, and con- 
stantly changing inventories. In addi- 
tion we procured the insurance at net 
cost or below cost for the insurance 
company stood the risk of losses in ex- 
cess of the deposit premiums. The 
policy was arranged without any com- 
missions to anyone. All our dealings 
being direct with the insurance com- 
pany. 

Office Routine 

“The office routine for operating this 
plan of insurance was very simple. We 
prepared a form of fire insurance report 
to be returned monthly by each divi- 
sion, showing the location and value of 
each risk, and on the first of each 
month these forms were sent to each 
division manager with the request that 
they be filled out and promptly re 
turned. These reports covered the en- 
tire property in each division, so that 
we thereby obtained a monthly record 
of values insured under the blanket 
policy, on which to base our premium 
calculation. 


“It is doubtful if the fire insurance 
could have been satisfactorily han- 
dled in any other way, owing to the 
wide field covered, the rapid develop- 
ment and extension of- ‘ie Red Cross 
properties and the constantly changing 
values. 


“There was naturally some disap- 


pointment on the part of the local in- 
surance interests who no longer handled 
the business, but this was confined to a 
few cases, and as soon as the full na- 
ture of the transaction was explained 
to them, showing its benefit to the Red 
Cross, they readily accepted this view- 
point and gave the plan hearty co-op- 
eration. 
Rates and Cost 


“The rate paid for the blanket policy 
was one and one-half per cent per an- 
num, this being somewhat less than 
the average local rate on the proper- 
ties. This rate was low when it is con- 
sidered that many of the warehouses 
were wooden buildings, located at 
camps and cantonments, exposed by 
other wooden buildings and outside of 
any city fire protection. In any event 
the premiums were merely a deposit 
subject to accounting and refund at 
expiration of the insurance. 

“The total deposit premiums paid on 
the blanket policy up to December 31, 
1918, were as follows: 

April 15, 1918, $90,000; December 1, 
1918, $105,000; total, $195,000. 

“Premiums on extra insurance at lo- 
cations where values exceeded $600,000 
were paid at local tariff rates by the 
respective divisions out of their appro- 
priations, and did not come out of the 
headquarters insurance appropriations. 

“The Red Cross Insurance Bureau 
takes pleasure in makiag formal ac- 
knowledgment to the Globe & Rutgers 
of its generous and patriotic service.” 





THE “BLIMP” AWARD 

Chicago, November 4.—Awards total- 
ing $70,500 have been made by the com- 
mission appointed to fix the amount 
of damages due for deaths or injuries 
sustained as a result of the “blimp” 
disaster in Chicago July 21, when a 
dirigible balloon owned by the Good- 
year Tire & Rubber Company plunged 
through the roof of the Illinois Trust 
& Savings Bank building. The agree- 
ment of the Goodyear Company to pay 
all damages on the basis of the awards 
made by the commission has elimi- 
nated all questions of liability. The 
bank carried compensation insurance 
but a decision of the question of 
whether the companies would be liable 
in a case of this kind, on which there 
was a great variance of opinion among 
underwriters, will not be necessary. 

Most of those killed and injured were 
minor employes of the bank. There 
were ten awards, ranging from $3,800 to 
$10,000 each. 





H. A. THORNTON MAKES CHANGE 


Henry A. Thornton, assistant secre- 
tary of the Standard of Hartford, has 
resigned to go with the National Union, 
of Pittsburgh, as special agent for East- 
ern Pennsylvania, with his headquarters 
in Philadelphia. 








SCHAEFER & SHEVLIN 


GENERAL AGENTS New York, N. Y. 
FIRE and AUTOMOBILE INSURANCE 


Excellent Facilities for Handling Suburban Business Phones John 1167, 1168 


100 William Street 














WiYORK STATE DEPARTMENT, 


% JEERIOR FIRE INSURANCE CO: OF PITTSBURCH, PA, 
AUCEMANNIA FIRE INSURANCE CO. OF PITTSBURGH, PA. 


’ 


TION, Manager, ROCHESTER 














National Fire Insurance Company 
OF HARTFORD, CONN. 
Statement January 1, 1919, to New York Insurance Department 
LIABILITIES 


ree CO MDL... sc ccanconascsesnicenestccdtseenscnucdccon 
Funds reserved to meet all Liabilities, Re-insurance Re- — 
—— be IEE bd tidindedkeedssiessicccteséuecisveuwteess 

nsettle osses and other Rvs snnebedunsniemiis debiaiemmaite y A 
Net Surplus over Capital and Liabilities .................... ° POAT 
Total Assets January 1, 1919................. $21,256,791.85 


H. A. Smith, President F. D. Layton, Vice-President C. B. Roulet, Ass’t Secretary 
G. H. Tryon, Vice-President S. T. Maxwell, Secretary F. B. Seymour, Treasurer 


SURPLUS TO POLICYHOLDERS............$5,980,020.79 

















ee Just say: 
7 “Insurance THE HANOVER 
Man”— FIRE INSURANCE COMPANY 


the open sesame Incorporated 1852 


to every courtesy 


ABB The real strength i a 
within eer power. strength of an insurance com 


Dany is in the conservatism of its man- 
agement, and the management of THE 











Swe } HANOVER is an absolute assurance of 
os — with de- the security of its policy. 
tached bath $1.50 R. EMORY WARFIELD, Presid 
and $2.00 FRED. A. HUBBARD, Vice-President 
Private bath $2.50 WILLIAM MORRISON, Asst, Sec’y 
and $3.00 HOME OFFICE 


BREVOORT Hotel 
Insurance Headquarters 
MADISON ST.—East of LaSalle 
CHICAGO 
LAURENCE R. ADAMS, Sec’y & Mgr. 


Hanover Bldg., 34 Pine St. 
NEW YORK 


HOWIE & CAIN, Inc., Gen. Agents 
Metropolitan District 


95 WILLIAM STREET, NEW YORK 














JAMES H. EPWORTH 
NEW JERSEY FIRE INSURANCE SPECIALIST 
NEWARK AND SUBURBAN NEW JERSEY TERRITORY 





40 CLINTON STREET | FIRST | 80 MAIDEN LANE 
) NEW YORK 
Phone Market 6536 SERVICE Phone John 4560 
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SATISFACTION 











aprouAre | CLARENCE A. KROUSE & Co. | $42 
- LOCAL anp GENERAL AGENTS RVICE 
ALL LINES 325 WALNUT STREET PHILADELPHIA, PA. ALL LINES 


PENNSYLVANIA NEW JERSEY 








307 FOURTH AVENUE 


LOGUE BROS. & CO., Inc. 


Fire—Casualty—Automobile Insurance 
Nation-Wide Facilities for Handling SURPLUS LINES 


PITTSBURGH, PA. 














EQUITABLE UNDERWRITERS of New York 
FIRE and WAR RISKS — 


Lines Bound Throughout United States, Canada, Cuba and Mexico 


Home Office: 68 William Street 
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After Non-Boarders 
and Company Annexes 





NEW YORK DEPARTMENT ACTION 
enna i 
Rate Data Sought From All Carriers 
Following Complaints of Discrep- 
ancies in Schedules 





Ih seeking additional data this week 
on fire rates the New York Depart- 
ment has as its objects, first; to get all 
companies to live up to Section 141 of 
the Insurance Law, and, second, to re- 
move what is believed to be unfair 
competition by certain companies, par- 
ticularly non-Boarders and underwrit- 
ers’ agencies. 

The Department has sent to all com- 
panies doing business in New York a 
questionnaire designed to show what 
methods of rating are used. This ac- 
tion is the outgrowth of complaints that 
have come to the Department from time 
to time regarding differences in rates. 
These have been traced particularly to 
non-Board companies and their agents. 
At the Department it is said that the 
motives behind the questionnaire have 
nothing to do with the surcharge nor 
the profitableness or unprofitableness of 
any rate or rates. 


Questions Asked 


There are eight questions in the list, 
the first six of which are as follows: 

“1. Table of classifications adopted by 
your company affecting the rating or 
grouping of risks. 

“2. Table of minimum annual and 
term rates used by your company. 

“3. All schedules and tables employed 
by your company in rating risks at 
other than minimum rates. 

“4. Rules adopted by your company 
for applying minimum rates. 

“5. Rules and methods adopted by 
your company in arriving at other than 
minimum rates, together with all sched- 
ule charges or credits including basis 
rates, terms, conditions, standards, and 
all other elements and factors forming 
the basis for computing such rates. 

“6. All forms, riders and endorsements 
used by your company in this state in 
connection with the above.” 


Former Practices 


The Department has been getting 
rate schedules from the Board com- 
panies, through the exchanges, but not 
from the non-Board companies. Now, 
the Department proposes to ask all 
companies for this data, 


Beginning in 1914 the Department has 
required all companies to file dwelling 
rate schedules but has not asked for 
other schedules. It was considered use- 
less to do so because of the general sit- 
uation in the state, where even among 
Board companies tariff associations 
were rating so many risks by judgment. 

Claim Annexes Cut Rates 

The last two requirements on the list 
of the Department are aimed at under- 
writers’ agencies and read: 

“7, List of all distinctive titles, other 
than the corporate name, under which 
your company issues policies in this 
state in conjunction with other com- 
panies, giving names of such other com- 


panies. List of all distinctive agencies 
(so-called underwriters’ agencies) not 
included in the above, through which 
your company issues policies. 

“8. If any of the tables, rules, sched- 
ules, rates or conditions, etc., adopted 
or employed by your company and filed 
in compliance with the above require- 
ments differ from the tables, rules 
schedules, rates, etc., followed or used 
in connection with policies issued by 
your company ‘under distinctive titles 
or through any underwriters’ agency, 
furnish full particulars regarding such 
differences.” 

The Department has received a num- 
ber of complaints about these offices 
writing at rates different from, and 
often lower than, that asked by parent 
offices, hence the inquiry. 





DEVELOPING CHICAGO BUSINESS 
R. N. M. Pearce, president of Neil 
Pearce & Co., Inc., of New York, is 
giving considerable of his time to the 
development of the business of that 
agency in Chicago and the West. 
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BRITISH WRITER’S COMMENT 


Calls American Departmental Require- 
ments “Parochial”; Prospects of 
Changing the Laws 





In “Financial Opinion” of London, a 
writer makes these comments: 

“No greater compliment could be 
paid to British methods of conducting 
insurance business than that the ex- 
perts should return home to advocate 
that American insurance legislation 
should be reformed in a similar liberal 
direction. It is curious, therefore, that 
the first effect of the contemplated 
American entry into foreign fields will 
be all to the benefit of the British offi- 
ces at present operating in the States, 
as they are equally inconvenienced by 
the petty restrictions and red tape re- 
quirements of the various states. In 
many ways American developments 
abroad will be advantageous to all par- 
ties, and consequently it is to be hoped 
their offices will be able to surmount 
the present difficulties, arising mostly 
from various local jealousies. Certainly, 
such a wealthy country as the United 
States has become should not be con- 
tent to carry on what might be termed 
merely a parochial fire insurance busi- 
ness.” 





Frank L. Armstrong, the new editor 
of “The Insurance Age” is to be con- 
gratulated on the typographical appear- 
ance of the first number of that paper 
under his management. It is a monthly 
paper and is one of the best printed 
publications that has been issued. 
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Today the important things—the 
things that count—are stability 
and service; stability in business 
methods generally; stability of 
policy in the conduct of under- 
writing; and stability in the sense 
that the agent, the broker and the 
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i] THE HOME OF SERVICE 

| 

| In this day of big business, figures insuring public can depend upon 

I alone mean nothing. the company under all circum- 

| . : stances and conditions. 
al All of the leading companies have % ga \ 
i assets, surplus and reserves run- These the Fireman's F und has ' 
‘| ning up into eight figures. demonstrated beyond question. 


The Fireman’s Fund has further 
adopted the title for its head office j 
building The Home of Service, and 
by doing this has assumed the 
responsibility of demonstrating 

to the insurance world where : 
The Home of Service is. 4 

















FOLEY ELECTED SURROGATE 





Received Heavy Vote From Insurance 
Men—Hoey Managed Campaign 
of State Senator 





Senator James A. Foley was elected 
surrogate at the elections Tuesday. He 
received an unusually large vote from 
the insurance district as Senator Foley 
has been the friend of the 
interests. 


insurance 


It was exceedingly gratifying to them 
and to James J. Hoey, second vice- 
president of the Continental, his cam- 
paign manager, that Senator Foley tri- 
umphed, especially so many Tam- 
many candidates went down to defeat. 
In fact, Foley got the heaviest vote of 
any Democrat running. 


as 


DELAY AGENCY BULLETIN 





National Association of Insurance 
Agents Explains Why There Has 
Been No Issue for Month 





The National Association of Insur- 
ance Agents has written a letter to 
subscribers explaining that the issue 
of “The American Agency Bulletin” has 
been held up for a month by the print- 
ers’ strike. When the trouble came the 
October 3 issue was all “made up” 
and ready to go to press, when the 
pressmen and feeders walked out. Af- 
ter explaining unsuccessful attempts to 
have the “Bulletin” printed, the Na- 
tional Association conciudes: 

“The whole thing is Of a piece with 
the other autocratic and un-American 
acts of tyranny perpetrated in the name 
of the working men which is doing so 
much to retard the process of recon- 
struction throughout the country. We 
solicit your patience and support.” 


WISCONSIN LICENSE GRANTED 

The Importers & Exporters Co. has 
been licensed to transact business in 
Wisconsin and has named Hilbert & 
Baerwald, of Milwaukee, as general fire 
and automobile agents for the state. 

Permission was granted the Import- 
ers & Exporters to operate in Wiscon- 
sin on and after October 24 following 
a satisfactory examination of the finan- 
cial condition of the company made by 
the New York State Insurance Depart- 
ment. On June 30 last total admitted 
assets were $2,294,192; liabilities, $1, 
210,962; capital, $700,000; and surplus, 
$383,230. The company was incorpo- 
rated in New York in February, 1918, 
to transact a marine business, with a 
paid in capital of $200,000. This amount 
was doubled in April, 1919, and the 
charter amended to include fire insur- 
unce powers. In June an additional 
increase of $300,000 was made in the 
capital stock, bringing the total to 
$700,000. 

All the marine business for the Im- 
porters & Exporters is received through 
the Trans-Marine Underwriting Agency, 
while the fire business is written direct 
through agents of the company. 

SEEK ORIGIN OF FIRE 

An interesting sidelight on the recent 
Standard Oil fire at Greenpoint, is the 
efforts of the adjusters to locate the 
origin of the blaze If this could be 
done, and the source be traced to negli- 
gence on the part of the Standard Oil 
Company, the companies would have a 
good case for subrogation, after the 
loss was paid. 


GRIBBEN WITH CHANT & SMITH 

EK. J. Gribben will do inspecting in 
the State of New Jersey for the Chant 
& Smith Agency. This agency is gen- 
eral agent for the New Zealand Insur- 
ance Company in New Jersey. Mr. 
Gribben has been with the Law Union 
& Rock as special agent for the New 
England territory. 
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Character Sketch of 
New Aetna Controller 


POPULARITY OF G. L. BURNHAM 





Sunny Disposition and Droll Humor 
Win Friends for Aetna 
Man 


By Daniel D. Bidwell 

Hartford, Conn. Nov. 3.—‘Start off 
what you write by saying that George 
Burnham is a d - good fellow, and 
end it by saying that he’s a d good 
fellow,” commanded one of the execu- 
tives of the Aetna Fire Insurance Com- 
pany this afternoon, speaking to a cor- 
respondent of The Eastern Underwriter 
assigned to make a short character 





GEORGE L. BURNHAM 


sketch of George L. Burnham, con- 
troller of the company, recently ap- 
pointed to that position. “If you don’t 
say that, keep out of this office forever 
more.” 

Mr. Burnham’s popularity—it ranks 
with that of “Al’ Howard, of the Trav- 
elers-—found its origin in his sunny dis- 
position, a dry ard droll humor, and his 
instinct to be square with people. He 
is a friend of every good insurance 
man and every good insurance man is 
a friend of his. 

Back in the closing years of the last 
century Mr. Burnham was in Company 
K of the old First Infantry. He did his 
bit in the military and did it well and 
without display. He was in insurance 
then and has kept along in his choscr 
line. He was for twenty-three years 
cashier and three months ago he was 
made controller. He has handled the 
payroll and signed drafts and always to 
the satisfaction of everybody. He is 
dependable and correct. His devotion 
to business is next to his devotion to 
his family. 

His father, William H. Burnham, 
was for many years town clerk of 
Hampton. Coming from a rural town; 
brought up as a lad in that atmosphere; 
being of fine, old Colonial stock, it iy 
natural that he should have as a hohby 
hunting and fishing. He is a good shot, 
and is true and patient with a fish rod. 
It is one of the joys of his life to slant 
up into the Maine woods with Andrew 
Ferguson and hunt and fish. They tell 
a story about his fishing half an after- 
noon for one trout and being as cheer- 
ful at the wind-up as at the beginning. 
He plays golf, but is not crazy about it. 

There is a legend in the Aetna 
office that fifteen years ago Burnham 
was a practical joker, not of the physi- 
cal species, but in a quizzical way; 
that he liked to play a joke on a mate 
and send him on an exploring ‘tour. 
From that gay, forgotten era he has 
turned to the arts of a workaday life 


and now he is a model of strict pro- 





Hear Talk on Grain 
Dust Explosions 


LECTURE BY CHEMISTRY MAN 








Insurance Men in New York, Boston, 
Philadelphia and Other Cities 
Hear Addresses 





The grain dust explosion hazard has 
been explained to insurance men in in- 
teresting lectures held in New York, 
Philadelphia, Boston, Buffalo, Toledo, 
Cincinnati and Indianapolis by Dr. H. H. 
Brown, division of chemistry, Depart- 
ment of Agriculture. These lectures 
are given under the auspices of the 
United States Grain Corporation. They 
are especially interesting in view of 
the recent disastrous grain dust explo- 
sion in the Murray Elevator, Kansas 
City, resulting in the loss of fourteen 
lives and property valued at $500,000. 
Following this catastrophe the United 
States Grain Corporation decided to 
have the lectures given. The National 
Board of Fire Underwriters co-operated. 

Among the insurance experts attend- 
ing the lectyre in New York were W. D. 
Grier, North British & Mercantile; C. C. 
Dominge, Great American; Professor 
Woolson, National Board, and Ernest S. 
Clayton, Atlee Brown's Office, Newark. 

Dr. Brown ably discussed the subject 
of dust explosion im cereal and flour 
mills and brought out many interesting 
features in connection with the grind- 
ing and storing of grain. 


MUTUALS’ PROGRAM 

Sectional conferences for the discus- 
sion of automobile, hail and tornado 
insurance, as well as the special prob- 
lems of retail merchants mutuals, town 
mutuals, lumber mutuals and hardware 
mutuals, are included in the program 
for the annual convention of the Na- 
tional Association of Mutual Insurance 
Companies, to be held at Das Moines, 
lowa, November 18 to 21. The pro- 
gram for the general session includes 
eddresses by John M. Bessey, New 
York, on “The Increasing Need of Cas- 
valty Insurance”; Ralph Richman, edi- 
tor “Fire Protection,” Cincinnati, O., 
on “Rural Fire Protection”; J. J. Fitz- 
gerald, Indianapolis, Ind., “Mutual 
Service”; A. R. Small, Chicago, “Under- 
writers’ Label Service,” and John Van 
der Vries, secretary central division, 
U. S. Chamber of Commerce, on “Co- 
operation in War and in Peace.” 





EAGLE IN NEW BUILDING 

On November 1 the Eagle Fire Insur- 
ance Company, of Newark, N. J., moved 
to a new building on the corner of 
Washington Place and Halsey Street, 
Newark. This is a four-story building 
and for some time past has been used 
by the War Camp Community Service, 
as a clubhouse for former service men. 
Franklin W. Fort, former governor of 
New Jersey, and at present secretary 
of the company, said, that while no ex- 
tensive alterations will be made, this 
will be the home office of tne Eagle 
lire Insurance Co. 

NIAGARA FOREIGN BUSINESS 

The Niagara Insurance Company is 
planning to expand its foreign business. 
Agencies have been planted in Cuba, 
Central and South America. 





priety, a credit to the Universalist 
Church, to which you might expect a 
cheerful, forgiving and lovable man of 
his broad attitude toward life to belong. 

He is married and has a boy and a 
girl, William H., 2d, and Mary Q. The 
boy is a student in Yale College, a son 
of the True Blue in more senses than 
one. Like sire, like son. Mr. Burnham 
lives at 39 Russ Street, in the shade of 
the state capitol. 

And, in order that I may enter the 
Aetna office and converse again with 
Dwight Chapman: “George Burnham is 
a d—— good fellow.” 


“The Leading FIRE INSURANCE Co. o 
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“America” 


WM. B. CLARK, President 


One Hundred Years of Service 


Losses Paid over $174.000.000 
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‘NATIONALUNION! 


Fite Insumamce Co.‘ 


Sw aw et 





IT TAKES 
Constant, real, practical and uniform service to simplify an 
Agent's problems, and the recognition of mutual responsibilities. 
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and benefits. A one-sided business policy is shortsighted and ey 
(ay shortlived, There myst be" due regard alike for the rights of bad 
bad ; Policyholders, Agents and Stockholders..National Union Service F 
= | | embraces these considerations as a matter of fair play and sen- ba 
ta sible business practice. Such service inspires confidence which i 
‘e ‘in turn’ brings patronage. National Union Service is proved ry 
fej service. Not here and there, but to several thousand Agents bal 
| for whom it fills the bill. Coupled’ with a generous measure of 
(4 co-operation, ample security and excellent facjlities we. assert fad 
ry that.as-an asset to any agency ‘by every test that counts the a] 
bi J National Union. is-a company which good Agents should. seek ij 
=* | to represent. National Union Service will speak for itself when. ° | =~ 
th ever. you choose to make -the test. 


IT TAK Es. 


feet re Ts 


Why not do tt ew? 
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ALLIANCE STOCK INCREASE 

A meeting of the stockholders of the 
Alliance Insurance Company will be 
held December 26 to act upon a pro- 
posed increase of the capital stock 
from $750,000 to $1,000,000, approved 
by the board of directors. The new 
stock is offered to stockholders at $15 
per share, $10 to be applied to the capi- 
tal stock and $5 to be assigned to sur- 
plus. 


WANTS COMPANIES 
Lexington, Ky., Oct. 20. 

Editor The Eastern Underwriter: 
I am contemplating going into the gen- 
eral insurance business here and will 
thank you to name me some reliable 
insurance companies. 

U. T. UHLS, 144 N. Upper Street. 

R. F. NOONAN’S CHANGE 

R. F. Noonan, formerly of Willcox, 
Peck, Brown & Crosby, is now located 
with R. F. Noonan Company, Inc., 27 
William Street. 
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Can Special Agent 
Take Local to Lunch? 


S. R. KENNEDY RAISES A POINT 








Fidelity-Phenix Secretary Discusses 
Ethics in Talk Before Suburban 
Field Club 





Sidney R. Kennedy, secretary of the 
Fidelity-Phenix, was the _ principal 
speaker at the Suburban Field Club’s 
monthly meeting and luncheon at the 
Down Town Association on Monday. 
Mr. Kennedy’s subject was “An Essay 
on Fire Insurance,” and he kept the 
club in good humor by treating the sub- 
ject facetiously. 

“My original intention was to address 
you on use and occupancy,” he said, 
“but I was asked to change it to ethics. 
I could easily tell you all I know about 
use and occupancy in three minutes. A 
use and occupancy form is like the old 
saying about women, ‘You never find 
two alike at any one time, and you 
never find one alike twice.’ 

“Somebody has said that to be a finan- 
cier a man must have two qualities, a 
low cunning and a totally unscrupulous 
selfishness. The brokers who make up 
use and cccupancy forms must have 


get business and that code would pre- 
vent special agents from giving a dinner 
to the local agent, if the dinner were 
given for purposes of direct or indirect 
business benefit. I think, however, that 
we are still moving forward, and while 
the special agent will continue to give 
the local agent a cigar, the time has 
gone by when he will take him to a 
place where there is a brass rail. 

“If any company writing fire insur- 
ance cuts rates, it is making free use 
of an honest and expensive organiza- 
tion which formulates these rates on 
experience. I must say, however, that 
the ethics between the companies and 
the special agents are generally good, 
although I once asked a special agent 
in Boston what his salary was, and he 
replied that he did not know because it 
was se mixed up with his expense ac- 
count. This is a very exceptional case. 
Roger Babson says that ethics is gen- 
eraling right motives in man. and any 
organization can generate right motives 
in man by using ethics, and can thus 
retain the respect and dignity that our 
great business is truly worth.” 

Mr. Kennedy was given a rising vote 
of thanks by the club. When Mr. Ryan 
thanked special agent Reeves, of the 
Pennsylvania, for his excellent choice 
of a speaker, Mr. Reeves conferred the 
eredit on Frank Smith of the Fidelity- 
Phenix, who secured the speaker. At 
the close of the talk the members were 
called to order and went into a business 
meeting. 
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} “More a wee Pe — 
Ail) Ever to Cross the Seas — — 


“Ten Billion Dollars” in Imports and 
ey Exports for the Fiscal Year 1919 


is the total trade of the 
United States with the world. 
increase 
“all exports demands enormous ship- 
| ping facilities. 

tonnage must be placed 
fin the hands of our American 
shippers. 


=i] American cargoes and American 
ships must be protected by 
American Marine Insurance 
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these characteristics to a marked de- CONTRACTORS’ CORPORATION AD. Pw f+ 
gree, and, among many of them ‘there The Contractors’ Service Corporation nd ue BENERAL SO 
ain’t no such animal as ethics.’ has sent out a statement by D. A. Gar- Sait Insurance Co 


“The dictionary defines ethics as the 
science of human duty; the body of 
rules drawn from that science. Religion 
is very close to ethics. Roger W. Bab- 
son says that more religion is needed 
in the present time, and that plan and 
rolicy without religion is like a watch 
without works. I have always thought 
that in point of ethics fire insurance was 
a good way in advance of other lines 
of business, and, when reading a Cham- 
ber of Commerce report about twenty- 
five sponge companies having action 
brought against them for commercial 
bribery I was sure that we were better 
than they; but eight soap companies 
have been forbidden to give lunches to 


CLAIM SUB-STANDARD CLASS 


The question of more general recog- 
nition for what are known as_ sub- 





ber, president of the Associated Gen- 
zral Contractors of America, denying 
that any member of the association will 
receive a rebate on premiums, and in- 
sisting that the stock of the Con- 
tractors’ Service Corporation is owned 
by the Associated General Contractors 
of America, and any dividends that may 
be paid on the stock will go to the 
association and not to the members. 





NEW BOSS FOR CARL RUBERT 


Carl Rubert, of the City of New York 
Insurance Co., and Miss Mabel Woodey, 
of Jersey City, N. J., were married a 
few days ago. Mr. Rubert is executive 
special agent for the City of New York, 
and assistant manager for the New 
York Suburban Insurance Agency. He 
is a member of the City Insurance 
Club. 
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207th Year 


SUN 


INSURANCE OFFICE OF LONDON 


FOUNDED 1710 
UNITED STATES BRANCH: 


54 Pine Street - New York 











WESTERN 


ASSURANCE CO. 
OF TORONTO, CANADA 


Fire, Explosion—Riots, Civil Commotions 
and Strikes—Marine and Tornado 
Insurance 


UNITED STATES BRANCH 






































standard risks, among improved risks, jj — WESTERN DEPARTMENT: i January 1, 1919 $4,693,580.53 
ee ee ene roe See . ° 76 WEST MONROE ST., CHICAGO. Surplus in’ United States......., 1,733,616.35 
that install these equipments claim that N ti ] L b rt - : Total Losses Paid in United 
the present large expense would justify a ona 1 e y PAOIFIO DEPARTMENT: States from 1874 to 1918 
a special classification for these risks. Ot. 'W. Cor, Senseme & a aman ate eg ap er —— 
As the record of the insurance com- INSURANCE COMPANY Fon SaaS + 3 ey eee 
panies has been uniformly good on this 
class of business the manufacturers OF AMERICA . ~ Past 
think that this feature alone ought to =, 
permit a less elaborate system than the NEW YORK 
present standard. Many a small man- ae age gig 
‘ar or] ° 
ufacturer could not go to the expense of incorporated Under the Loews of the {\ d {\ 
installing a gravity tank and other ap- State of Hew York = = Hon on a" Hancas ire 
paratus, but the companies up to the 
present have never recognized but one Statement, January 1, 1919 orrids or) iar 
standard of equipment. It is believed Cash Capital ........ $1,000,000.00 4 re 4 msurance 0 q td 
that the matter will shortly be submit- ||Assets ....... TTT y 9,609,646.00 ™ ‘fl 
ted to the Sprinkler Committee of the Liabilities, ineludin 
National Fire Prevention Association. ere . 7,214,228.11 OF LIVERPOOL, ENGLAND. 
Net Surplus ........ 2,395,417.89 —— 
W. VAN IDERSTINE RESIGNS Surplus to Policy ae: 
William Van Iderstine, who has been Holders ........... 3,395,417.89 coe ie aeecanie na 
special agent in Western Pennsylvania HEAD OFFICE 
for the St. Paul Fire & Marine for sev- 62 WILLIAM STREET, NEW YORK yNDED jp 1792 Insurance Company of 1919 
eral years, has resigned. " ve 
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PHOENIX PHILADELPHIA 

i277th ANNUAL STATEMENT DECEMBER 31, 1918 

SAE  acncccccccccoscccesecesoosconsesesessoes .90.000.00 

Assurance Company, Ltd., of London Se Se eataraasicaroreereverereerocnontneresese= 12.217 08.92 
wasp ayer i oe ee 
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AUTOMOBILE—USE AND OCCUPANCY—TORNADO—SPRINKLER eons can : ” Saamaa 
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LEAKAGE—EXPLOSION AND RIOT AND CIVIL COMMOTION Surplus to Policyholders, $12,922,516.93 Losses Paid Since Organization, $203,147,685.78 
HEAD OFFICE FOR THE UNITED STATES. p Be ng may —— Soetaties, = seston, _Sunaes Bg hy ye wreaten, 

100 William Street, New York City Percival Beresford, Manager aston, Rent, Lensehelé, Deon ‘Post, Rosistered’ Mail. we : 
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FAMOUS for FAIR DEALING! 
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Security and Steadfastness— 





The American Agent’s best company is the one that 
deals most fairly with himself and his clients. 


With ample financial strength, backed by careful 
underwriting that makes it proof against conflagra- 
tion, the FIDELITY-PHENIX is famous for fair deal- 
ing in its adjustments of claims and its payment of 
losses. By satisfying the Assured, the FIDELITY- 
PHENIX strengthens the Agent’s standing. 


Added to this, FIDELITY-PHENIX fair dealing means 
that the FIDELITY-PHENIX recognizes the integrity 
of. the Agent’s territory, and does not countenance 
overhead writing. 


FIDELITY -PHENIX 


Fire Insurance Co. of New York 


: HOME OFFICE: 
Cash Capital $2,500,000 80 Maiden Lane, New York HENRY EVANS, President 


CANADIAN DEPARTMENT PACIFIC COAST DEPARTMENT WESTERN DEPARTMENT 
W. E. Baldwin, Manager C. E. Allan, Secretary C. R. Street, Vice-President 


17 St. John St. Insurance Exchange Building 137 South LaSalle St. 
MONTREAL , SAN FRANCISCO CHICAGO 
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BROKERS ACTIVITIES 











R. T. Walker With T. H. Smith 

Russel T. Walker nas resigned from 
the collection accounts department for 
the Eastern department of the Home, 
with which company he has been for 
the past nine years, and will go with 
Theodore H. Smith, a broker. 

*¢e 


Red Cross Insurance In France 

Bach & Wellman, insurance advisors 
and brokers in Paris, handled the Red 
Cross insurance in that country. The to- 
tal fire insurance on Red Cross property 
in France on September 1, 1918, was 123,- 
004,750 francs with annual premiums of 
315,541 francs. One million dollars of 
the French insurance was carried under 
a blanket policy, which was the great- 
est amount that could be obtained in 
that form. The balance was written 
under specific policies at individual lo- 
cations. For a time air raid and bom- 
bardment insurance was carried on cer- 
tain property in France, but later this 
was discontinued. 

* * ~ 


Brokerage Departments at Chicago 

A notable development of recent 
months in the western field has been 
the establishment by many of the large 
companies of service or brokerage de- 
partments in Chicago, to assist the ag- 
ents in handling the big lines which 
are controlled in that city. So many 
large companies with interests all 
through the west now have their head- 
quarters in Chicago that it has become 
of almost as much importance to the 
companies to look after the business 
originating there as in the case of New 
York, where such service has been ren- 
dered for a long time. 

It is found that this work can be 
handled most satisfactorily through a 
special department, and in that way 
much business can be secured for the 
local agents which might otherwise be 
lost to them. 

A new service for marine business, 
similar to that offered by the fire com- 
panies, also has been established in 
Chicago by the Automobile of Hart- 
ford, which expects to afford the same 
facilities to western shippers which 
they are now able to obtain in the 
east. 

In addition to the companies which 
have opened departments of their own, 
there are reports to the effect that sev- 
eral of the smaller companies, which 
can hardly afford the expense of sep- 
arate departments, are planning to or- 
ganize a syndicate brokerage office. 

+. i . 
Defends Binding Agents 

A well-known underwriter in speak- 
ing of the local agent’s dislike for bind- 
ing agents said: “If the company is on 
the square, and respects the ethics of the 
business as most companies do, the lo- 
cal agent gets much business this way 
that otherwise he could not secure. Our 
company invariably sends the business 
to the agent in whose territory it is lo- 
cated, and the majority of reputable 
companies do the same.” 

* ae a 
Kretschmann Moves 

L. Kretschmann, agent, has moved 

from 75 Maiden Lane, to 123 William 


Street. 
* ~ ” 


Next. Meeting Monday 

The next talk to brokers and agents 
in the series being given by the Aetna 
Casualty & Surety, at 100 William 
Street, will take place next Monday, 
November 10, at five o'clock, to last 
forty minutes. The subject is boiler, 
fly wheel and engine breakage lines. 
The talks so far given have been well 
attended and many new and interesting 


questions have been brought up by the 
brokers, 


Coal Strike Brings 
Riot Policy Demand 


STORES TAKING OUT COVER 


General Belief That Troops Will Handle 
Situation Successful; The Gary 
Experience 





Chicago, Nov. 3.—Western depart- 
ments and Chicago general agencies 
are finding a heavy demand for riot and 
civil commction coverage, in view of 
the coal miners’ strike. There was a 
great rush last week to get under the 
wire before the actual consummation of 
the strike should bring increased rates. 

As in the case of the steel strike, the 
big demand was from department 
stores and other mercantile institutions 
in the mining towns, which realized 
from the experience of other recent 
strikes that they were likely to be the 
heaviest sufferers if any violence should 
result. With the government promising 
the protection of Federal troops at all 


danger points, it was felt that the 
prospect for serious disturbance was 


comparatively slight, but at the same 
time the merchants considered that the 
purchasing of coverage which would 
put them on the safe side was a good 
investment. 

The way in which the situation quiet- 
ed down in the Gary district when the 
Federal troops took control after the 
unsettled conditions existing during the 
early days of the steel strike has in- 
creased the confidence in the govern- 
ment’s ability to prevent any riotous 
outbreaks. With overseas veterans 1n 
steel helmets patrolling the streets with 
fixed bayonets, the steel towns have 
been as peaceful recently as any coun- 
try village, and it is believed that the 
moral influence of the troops’ presence 
will be equally great in the mining dis- 
tricts. 


LOST NO TIME 





Board Prints “Fire Record” at Its 
Office; No Important Work 
Discontinued 





No records of any importance were 
destroyed in the fire that swept the 
building at 8 to 10 Dutch Street, and 
the property of the printers of the daily 
“Fire Record.” The printing of these 
reports was done by George W. Brow. 
& Co., who are now conducting their 
business at another location. The re- 
port of the board for the day of the fire 
was printed at the office of the board, 
and no delay or interruption was ex- 
perienced. It is said that no records 
for the adjustment department of the 
board were destroyed, and that the 
water damage was not serious. The 
fire lasted for about six hours and 
caused several of the floors to collapse, 
although none of the adjoining buildings 
were damaged by fire. The basements 
of these buildings were all flooded. The 
fire insurance companies classed the 
risk as being subject to a total loss 
from one fire, and the classification was 
proved correct. 





DENVER SITUATION 
Chicago, November 4.—The 
visory Committee of the Rocky Moun- 
tain territory meeting this week ,in 
Denver decided as the first step toward 
clearing up the situation there that the 
Denver agents would organize a local 
board and limited brokerages to 10, 
12% and 17% per cent. The committe2 
itself will make a rigid investigation 
of Denver general agencies, to elimi- 
nate those which are not bona fide. 
Commissioner Fairchild told the com- 
mittee he would see to it that the sole 
agency rule was respected, by refusing 
licenses to those violating it. The com- 
position of the supervisory committee 
was changed at this meeting. Here- 
after, the Western Union, Bureau and 
Pacific Board will each have three 
members and they will elect a chafr- 
man who will have a vote. 


Super- 


x 


COMMERCIAL UNION ASSURANCE CO. 


Limited of London 
United States Head Office 


55 John Street 








Capital: 
One Million Dollars 


C. P. STEWART, President 
ARTHUR HOYT, Vice-Pres. 
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New Jersey Insurance Co. 





New York City 


Head Office: 
40 Clinton St., NEWARK, N. J. 


J. B. GUTHRIE, Secretary 
F. L. BROKAW, Treasurer 








PAC IFIC COAST DEPT: 





WESTERN DEPT: Insurance Exchange Bldg., Chicago, Ill., H. H. INGALLS, Mgrs 
140 Sansome St., San Francisco, SEELEY and CO., Mgr 
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New York 





FIRE 
RE-INSURANCE 
NORWEGIAN ATLAS INS. CO., Ltd. 


WEMPLE & COMPANY, Inc. 


15 William Street 


New York 











0. W. LINDE’S APPOINTMENT 





New Special Agent of Colonial Fire 
Underwriters for West Virginia 


Named 





O. W. Linde has been appointed spe- 
cial agent of the Colonial Fire Under- 
writers and the Mechanics & Traders 
in West Virginia. He will assist State 
Agent Hewitt. He will make his head- 
quarters with Mr. Hewitt at Charleston, 
W. Va. 

In speaking of Mr. Linde in a letter 
to West Virginia agents, Vice-President 
Layton said: 

“Mr. Linde is a young man of pleas- 
ing personality, who has gained his in- 
surance experience through several 
years of training in our own office, and 
who, by his initiative and application, 
has become qualified for service in the 
field. We trust and have no doubt he 
will be a helpful factor in contributing 
to that high standard of National Serv- 
ice which we are so desirous of main 
taining for our agents and which has 
been so ably demonstrated by Mr. 
Hewitt.” 





NO SALOON FIRES 
Underwriters are remarking on the 
peculiar fact that since pronaibition has 
been in force, hardly any fires have 
occurred on liquor stocks, or in saloons. 
It is said that for a similar period in 
other years there have never been so 
few losses. It was expected that the 
moral hazard would be greatly increased 
and many losses would follow. Since 
July i, there has been practically no 
large fire on this stock and surpris- 

ingly few ordinary saloon fires. 











General Insurance Agents 


Lines Accepted Up to 
$500,000 


Surplus 





Represent 
Eighteen Companies 


411-13 WALNUT ST. 
PHILA., PA. 











EXAMINERS AT DINNER 





North British, Pennsylvania, Common- 
wealth and Mercantile Insurance 
Company Men Entertained 
A dinner for examiners, assistant ex- 
aminers and map clerks of the North 
British & Mercantile, Pennsylvania, 
Commonwealth and Mercantile was 
given in the Drug Club a few evenings 
ago. Seventy-five were present. United 
States Manager Shallcross, of the North 

British, was among the speakers. 





Wm. A. Simpson & Son have been 
appointed Philadelphia representatives 
of the Columbia of New Jersey. 
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| MARINE DEPARTMENT 








Red Cross Marine and 
War Risk Insurance 





No. 2—Losses, Forms, Office Routine and Procedure, Companies 
in Syndicate 


From Report of American 


The Marine and War Risk Losses 
paid and estimated from January 1 to 
December 31, 1918, were as follows: 


NN I ig eae hese rain $413,283.81 
War risk losses........... 226,005.00 
Loss on S. S. Napoli not y 

determined whether due to 

marine or war risk causes. 

Each group of underwrit- 

ers advancing one-half of 

the loss to the Red Cross 


by special agreement..... 249,353.00 
Total losses—marine and 
WEE st dvctdcdiwasaw ds $888,641.81 


As the above losses comprise but a 
few individual shipments and each pre- 
sented different conditions, a brief ref- 
erence is made to losses. 

S. S. Californian, torpedoed at sea 
July, 1918, total loss of Red Cross ship- 
ment amounting to $29,895. 

S. S. Napoli, sunk by collision off the 
coast of Italy. Value of Red Cross sup- 
plies lost, $249.353. The steamer was 
running without lights at the time of 
collision, and there was a difference of 
opinion between the insurance com- 
panies carrying the war risk and the 
companies carrying the marine risk as 
to whether this was a marine or war 
loss The Insurance Bureau effected an 
arrangement whereby each group of 
companies advanced one-half of the loss 
to the Red Cross, pending final settle- 
ment of the question between the two 
groups of underwriters. 

S. S. Stortind, torpedoed at sea. Sep- 
tember 2, 1918, with a total loss of Red 
Cross goods amounting to $199,564. 

U. S. Transport America, sunk at her 
pier in the Hudson River at Hoboken 
on October 14, 1918, probably caused by 
faulty loading. The total value of Red 
Cross goods on board was $301,398, part 
of which was raised by the underwrit- 
ers and the ultimate amount of loss has 
not yet been determined. 

Lighter Linwood, sunk in the Hudson 
River, November 20, 1918, by collision 
with U. S. Transport Service. Red 
Cross goods of the value of $111,000 
were lost, but part of the cargo is be- 
ing salvaged by the underwriters, and 
the ultimate amount of loss has not yet 
been determined. 

All loss adjustments and collections 
were made under supervision of the 
Insurance Bureau, and where necessary 
imsurance surveyors were employed 
both here and abroad. 


Form of Policies 

Under the practice of the Govern- 
ment Bureau, and of the stock com- 
panies individual policies were issued 
for each shipment, and it was not pos- 
sible to arrange a blanket cover, as was 
done in the case of the marine insur- 
ance. Before issuing its policy the 
Government Bureau required advance 
payment of the premium by certificd 
check. 


Marine Insurance Policies 


The marine insurance cover was in 
the form of a blanket policy. The 
risk was offered generally to the 
companies writing marine insurance, 


Red Cross Insurance Bureau. 


and a syndicate was formed of those 
desiring to participate, comprising 
eleven companies, each of which took 
a percentage of each risk, as follows: 

Automobile Insurance Company of 
Hartford. 

Liverpool & London & Globe Insur- 
ance Co., Ltd. 

Federal Insurance Company. 

Globe & Rutgers Fire Insurance Com- 
pany. 

Aetna Insurance Company. 

St. Paul Fire and Marine Insurance 
Company. 

United States “Lloyds.” 

Insurance Company of North America. 

Providence Washington Insurance 
Company. 

American Merchant Marine Insurance 
Company. 

Phoenix Insurance Company. 

Under the terms of the cover the in- 
surance attached automatically from 
the time the goods left the original 
point of shipment in the United States, 
whether at sea port or in the interior, 
and covered continuously until the 
goods were delivered at point of final 
destination in Europe. Notice of each 
shipment was to be given to the under- 
writers as soon as practical after the 
shipment had been made, but the in- 
surance attached from the time of ship- 
ment before such notice was given, 
which was not true in the case of the 
war risk insurance, as it was not pos- 
sible to arrange a cover of this kind. 
The rates were made by a committee 
representing the syndicate of com- 
panies, in conference from time to time, 
with our brokers, Messrs. Lunham & 
Moore, and with the Insurance Bureau, 
and in all cases rates were as favorable 
and frequently more favorable than the 
current commercial rates. 


Office Routine and Procedure 


As the marine and war risk insur- 
ance required notice to the underwrit- 
ers of individual shipments it was nec- 
essary for the Insurance Bureau to have 
notice of all Red Cross shipments made 
from all American ports, both on the 
Atlantic and Pacific. The principal 
shipments were made from the ports of 
New York and Baltimore, but in the 
Spring and Summer of 1918 large 
amounts were shipped from Seattle and 
San Francisco on the new steamers 
which had been constructed there by 
the United States Fleet Corporation. 


Volunteer Brokers in New York 


Messrs. Lunham & Moore, export 
freight and insurance brokers of New 
York City, had for some time past been 
handiing the freight and insurance of 
the Red Cross. Their services had 
been rendered without compensation, 
and had proved of great value in each 
of these branches of Red Cross work. 
Accordingly it was arranged that they 
should continue to handle the marine 
insurance as volunteers. 

Instructions were issued to all Red 
Cross officials making ocean shipments 
to notify the Insurance Bureau of the 
details of the shipment, and where the 
risk was to be placed with the insur- 
ance companies the Insurance Bureau 





Automobile Insurance 





FIRE—THEFT—COLLISION—PROPERTY DAMAGE 
AGENTS and BROKERAGE ACCOUNTS SOLICITED 
SECURITY and SERVICE UNEXCELLED 


The Bankers and Shippers Insurance 
Company of New York 


OFFICERS 
EUGENE V. R. THAYER, J. SCOFIELD ROWE, 
Chairman of the Board Vice-President 
WILLIAM G. WILLCOX, CLINTON V. MESEROLE, 
President Vice-President 
JAMES BARBER, gg thn ani T. MARSHALL, 
Vice-President 
HAROLD STANLEY, ROBERT ‘VAN IDERSTINE, 
Vice-President Secretary 
DIRECTORS 


CHELLIS A. AUSTIN 
go Mercantile’ Trust and Deposit 


EDWARD. 7. BARBER, 

Vice-President, Barber & ‘Company 
JAMES BARBER, 

President, Barber & Company 
HOWARD BAYNE, é 

Vice-President, Columbia Trust Company 
PAUL H. HARWOOD, y 

Vice-President, Pan American Petroleum 

& Transport Co. 

OSWALD KIRKBY, 

Director, Willcox, Peck & Hughes 
CLINTON V. MESEROLE, 

President, Pacific Fire Insurance Co. 
CHARLES E. PECK, 

President, Willcox. Peck & Hughes 
SEWARD PROSSER, 

ee Bankers Trust Company 
3.3% 


Treasurer, E. I. Du Pont de Nemours 
Company 


OFFICE ADDRESS 


J. SCOFIELD ROWE, i 
President, Maritime Underwriting Ag- 
ency, Inc, 
WILLIAM C. LANE, 
Vice-President, Guaranty Trust Company 
JOHN A. SPOOR, 
Chairman, Chicago Junction Railway 
HAROLD STANLEY, 
Vice-President, Guaranty Trust Company 
E. V. R. THAYER, 
President, Chase National Bank 
ELISHA WALKER, . 
Director, Pan American Petroleum & 
Transport Company 
JOHN J. WATSON, JR., ’ 
Vice-President, International Agricul- 


Vice-President, Willcox, ‘Peck & Hughes 
OAKLEY WOOD, 
Treasurer, Barber & Company 


3 South William Street, New York City 


MARITIME UNDERWRITERS AGENCY, Inc. 
GENERAL AGENTS 


1 South William Street, New York 


tural Chemical Company 
WILLIAM G. WILLCOX, 











LONDON VIEW OF VORYS TALK 
(From “Fair Play’) 

I see that Mr. Arthur I. Vorys, former 
insurance superintendent of the State 
of Ohio, has been raising his voice 
against the system of deposits which 
is common to the insurance laws of 
most of the United States. Mr. Vorys 
regards deposits, whether general or 
special, with disfavor because the little 
benefit occasionally realized by a few 
policyholders out of a deposit is trifling 
compared, first, with the disappoint- 
ment of those who fail to realize their 
expectations out of deposits, and, sec- 
ond, with the inconvenience, bother and 


expense, and the general nuisance de- 
veloped under deposit laws. This may 
be Mr. Vorys’ experience, but I ven- 
ture to suggest that his yoint of view 
is entirely wrong. A deposit is not 
made by an insurance company for the 
benefit of its policyholders except as a 
guarantee to those policyholders of the 
security which the depositor offers. If 
the necessity arises of distributing the 
deposit amongst the policyholders, it 
means that the insurer has not fulfilled 


his promise of security of which his de- 
posit was merely the earnest. Appar- 
ently, Mr. Vorys is assuming that every 
insurance company will come to grief 
sooner or later, and that a deposit really 
exists for the purpose of satisfying 
creditors represented by the policy- 
holders. This is not my idea of the de- 
posit system at all, and, if the deposit 
laws were made in this country under 
the guidance of the leaders of the in- 
surance market, I do not think that the 
system adopted would permit of the 
disappointments to which Mr. Vorys re- 
fers. As for the inconveniences, bother 
and expense, etc., this, too, need not 
necessarily become part of the deposit 
system, and the fact that we have the 
insurance laws of the state of Ohio to 
guide us in the matter of what to avoid 
should enable us to evolve a code under 
which all its drawbacks can be avoided. 





Stone, Matthews & Co. have been 
commissioned to write automobile fire, 
theft, transportation, property damage 
and collision lines in Philadelphia by 
the Alliance. 





The city of Ghent, Beigium, is again 
to become a cotton port. 








would notify Messrs. Lunham & Moore, 
who attended to the transaction. Risks 
placed with the War Risk Insurance 
Bureau were frequently handled by the 
Red Cross Insurance Bureau direct with 
the War Risk Insurance Bureau, as both 
of these offices were in Washington. 

Payments of war risk premiums were 
made direct to the War Risk Bureau 
by certified check and to the insurance 
companies through Messrs. Lunham & 
Moore, on the basis of monthly state- 
ments rendered. 
Goods Transported by Rail or Inland 

. Waters 
No insurance was carried by the Red 


Cross on goods transported in the 
United States or Canada by rail or in- 
land waterways. The individual ship- 
ments at risk were comparatively small 
and it was felt that sufficient protec- 
tion was given by the carrier under our 
bill of lading. Goods shipped abroad 
were insured under our blanket marine 
policy heretofore described until arrival 
at point of final destination, including 
all risks of transportation by rail or 
water in Europe. 

Coastwise shipments in America were 
included .under our marine and war risk 
policies and comprise a part of the to- 
tals heretofore given. 
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Another Insurance Lord Mayor 
London is to have another insurance 
Lord Mayor. This time it is Sir Edward 
Ernest Cooper, an underwriter at 
Lloyd’s. The last insurance Lord 
Mayor was Charles A. Hanson, of the 


Gresham Life. 
* 


Should Improve Gins 

In a recent talk before the World’s 
Cotton Conference at New Orleans Mil- 
ton Dargan, manager of the Royal, dis- 
cussed cotton insurance. He said in 
part: 

“Let’s improve the gin, the small 
warehouse, the large warehouse, the 
compress, the railroad and steamship 
terminals. Let’s limit the congestion 
in so far as it can be done without 
increasing too much the cost of han- 
dling. Let’s have better baling of 
cotton, less exposure by sparks and to 
weather, less waste. In short, there is 
no line of endeavor, looking to con- 
servation of cotton and a better and 
more friendly attitude between the cot- 
ton interests and the underwriters, to 
which we will not lend our very strong- 
est sympathy. * * * * 

“In laying our rates, we offer strong 
inducements for improving risks and 
lessening hazards. We maintain inspec- 
tion bureaus to search for and point 
cut defects, engineering departments to 
suggest standards for construction and 
equipment, and scientific research de- 
partments to discover causes of fires in 
processes of manufacture and in the 
storage of property, and in the testing 
of materials and protective devices.” 

* * *@ 


Newark Agents for Importers 
The Importers & Exporters Company 
have appointed Feist & Feist, Iac., of 
Newark, N. J., as agents for that city. 


st. 8 


Florida Agents Named 
B. E. Hardacre & Company, of Jack- 
sonville, Fla., have been made Florida 
fire and marine agents for the Home 
Fire & Marine by F. H. & C. R. Osborn 


& Co. 
ee ee 


Marine Picking Up 

With the end of the longshoremen’s 
strike apparently in sight, marine un- 
derwriters are reporting a gradual re- 
sumption of active business and are op- 
timistic in their belief that the present 
dull period is practically at an end. The 
number of ships leaving New York har- 
bor has increased daily, resulting nat- 
urally in a greater demand for protec- 
tion from the underwriters, something 
which they all herald with delight. 
Meanwhile, the marine men are waiting 
patiently to see to what extent the coal 
strike will prevent freight in transit 
from reaching the Atlantic ports for ex- 
port when the sailing schedule becomes 


normal again. 
. 


R. N. M. M. Pearce in Chicago 

R. N. M. M. Pearce, president of Neal 
Pearce & Company, and T. K. O. Mit- 
chell, second vice-president, are in 
Chicago this week on a business trip. 
Mr. Mitchell arrived in New York last 
week aboard the “Orduna” to take up 
his official duties here as head of the 
fire insurance branch of the company. 
He was formerly connected with the 
home office of the General Accident, 
Fire & Life, of Perth, Scotland. 


Succeeds A. H. Munkenbeck 
The Irvin Underwriting Company has 
been appointed Western District Agents 
of the Century Insurance Co., Ltd., of 


Scotland, in place of A. H. Munken- 
beck. 


New Motor Rating 


(Continued from page 1) 


which have been relying on this method 
of obtaining business will most likely 
be brought up. On the other hand, 
those who favor the rules as now 
generally in force will argue thai in 
reality this alleged discrimination is of 
much less import than is claimed. The 
general agency system is regarded as 
expensive and what is wanted now is 
a reduction in overhead. 

Conference men speak encouragingly 
of the commission situation as it is at 
present. They declare that in practice 
the rules as now in use are working out 
as they believed they would—to the 
good of the business as a whole. There 
is but one disturbing feature, the ex- 
cepted city points, and these are grad- 
ually becoming less of a factor in the 
controversy, as the strongest opponents 
to the newest rules become less active 
in their contentions. 

Aircraft Insurance 

At the Chicago meeting the question 
of aircraft insurance will be brought up 
through the special committee to handle 
that subject. It is not likely that any- 
thing definite may be done aside from 
the discussion of a proposed uniform 
Conference policy. The matter of rates 
is still not likely to receive any definite 
action just yet. 

In New York and vicinity there is 
considerable complaint by general ag- 
encies that they are not given automo- 
bile business unless at an excess com- 
mission rate. The usual talk of 27% 
and 30 per cent, with a contingent, is 
heard. It is claimed that most of this 
competition comes from a number of 
marine companies, generally not Con- 
ference members and that there is no 
way to step it except by patiently wait- 
ing for those companies offering these 
special inducements to see the error of 
their Ways, as those opposed to them in 
this practice believe they will eventu- 
ally. It is also claimed in Conference 
circles that invariably this business on 
which excess comnissions are paid is of 
inferior quality, which contention, if 
correct, would only hasten the day of 
retribution. But then again, one hears 
of weak Conference sisters who also 
have succumbed to the temptation to 
pay excess. 





J. B. LEVISON HERE 


J. B. Levison, president of the Fire- 
man’s Fund, of San Francisco, is in 
New York for a few days on one of his 
periodical visits to the eastern agencies 
of the company. While here he is mak- 
ing his headquarters at the offices of 
F. H. & C. R. Osborn, New York marine 
representatives for the Fireman’s Fund 





AUTO FIRE REINSURANCE 


Dee A. Stoker, the reinsurance under- 
writer of Chicago, reports the largest 
written premiums of any week in his 
excess automobile fire policy depart- 
ment, writing premiums of $10,870 for 
the week ending October 25. “Instead 
of writing a first, second, third, etc., ex- 
cess cover for companies writing fire 
risks on automobiles as in the past,” 
he said, “I am now specializing on a 
single cover for each such company pro- 
tected against excess loss in any one 
automobile fire by ‘pooling’ the liability. 
Under covers thus written each com- 
pany on the risk, in event of an excess 
fire loss, is liable for only its pro rata 
share instead of one company being 
liable for 100 per cent loss before the 
second cover applies.” 








George A. Kurz To Speak 


George A. Kurz, an assistant cashier 
of the National City Bank, will be the 
speaker at the next mecting of the Me- 
rine Insurance Club to be held Monday 
at the Waldorf-Astoria. Mr. Kurz will 
give an informal talk on “Marine In- 
surance from the Bankers’ Point of 
View and What They Require.” 








MARINE AND FIRE 
RE-INSURANCE 


ROBT. R. toe LAER, Inc. 


New York, Amsterdam, Copenhagen and Buenos Aires 


15 William Street . ° ° ° New York 











WM. H. McGEE & CO. 


MARINE UNDERWRITERS 
15 WILLIAM STREET, NEW YORK 


General Agents Marine Department U. Ss. Ma 
» & nagers 
St. Paul Fire & Marine Insurance Co. 
Phenix Insurance Co. of Hartford een Ls -” 
Great American Ins. Co., New York . _ 
Agents Marine Department 


Camden Fire Insurance Association 
Providence Washington Insurance Ce, 


Westchester Fire Insurance Co. 
Niagara Fire Ins. Co. Massachusetts Fire & Marine Ins. Ce, 








MARINE DEPARTMENT 
NATIONAL FIRE INSURANCE CO. of Hartford, conn. 
MARINE DEPARTMENT 
NORTHWESTERN NATIONAL INS. CO. of Mitwaukee, wis. 


NITED STATES GENERAL AGENT 


A/S NORWEGIAN JOINT INS. CO., P.K.W.S., LTD. of Christiania, Norway 
OVERSEAS UNDERWRITING AGENCY, Inc. 


27 WILLIAM STREET NEW YORK 
Telephone Broad 346-7-8 








AMERICAN EQUITABLE ASSURANCE CO. 


OF NEW YORK 
Surplus to Policyholders $1,014,237.98 








Marine and War 
Risk Insurance 


Losses made PAYABLE in all parts of the world 


Columbia Underwriting Agency, Inc. 
ALBERT ULLMANN, President 
General Agents Marine Department 


48-54 BEAVER STREET, NEW YORK 
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6 Rue des Colonnes 
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Insurance Features 
of Greene Bill 


FUTURE OF SHIPPING BOARD 








Authorization to Go Into Marine Insur- 
ance Business On Its Own Ships 
When Sold 





The shipping problem is coming to a 
focus to judge from the activity of the 
various groups of shipping opinion. 
The Greene bill has been reported to 
the House. This bill embodies the plan 
for the continuance of the activity of 
the Shipping Board and the disposition 
of the ships the board now has. The 
vltimate aim of the bill is the liquida- 
tion of the business of conducting the 
shipping business of the government, 
the principal conditions of the sale of 
ships being on ten years’ time, the 
price and various details of terms being 
left to the board. The board is author- 
ized to go into the marine insurance 
business on its own ships when thus 
sold. : 

The insurance provisions of the 
Greene bill follow: 

Sec. 5. That if the terms and condi- 
tions of any sale include deferred pay- 
ments of the purchase price, the board 
(in order that the United States may 
be protected against loss, liability or 
damage, and have additional security 
for the payment of the balance of the 
purchase price and charges secured by 
the outstanding mortgage) shall re- 
quire as part of the terms and condi- 
tions that the purchaser of the vessel 
shall keep the same insured (a) against 
loss or damage by fire, (b) and (c) by 
protection and indemnity insurance 
with insurance companies, associations 
or underwriters and under forms of 
policies, and to an amount approved by 
board. 

Sec. 6. That the Board may create 
out of net revenue from operations and 
sales. and maintain and administer a 
separate insurance fund, in which it 
may insure in whole or in part against 
all hazards usually covered by insur- 
ance policies, any interest of the United 
States, in any vessel éither constructed 
or in process of construction, and in 
any plants or materials heretofore or 
hereafter acquired by the Board. The 
Board shall at all times maintain ade- 
quate surplus and reserves as required 
by the best actuarial practice to secure 
any such policies and to secure the 
reasonable costs, expenses and charges 
of maintaining such insurance fund, 
and shall annually pay into the Treas- 
ury of the United States, as miscella- 
neous receipts, any net profits realized 
from the operation of such insurance 
fund. rs 
Sec. 9. That the net proceeds de- 
rived by the Board prior to July 1, 1920, 
from any activities authorized by this 
act or by the Shipping Act, 1916, save 
euch an amount as the Board shall 
deem necessary to withhold as operat- 
ing capital, for the purpose of Section 
7 of this Act, or for the insurance fund 
authorized in Section 6, shall be cov- 
ered into the Treasury of-the United 
States to the credit of the Board and 
may be expended by it, within the lim- 
its of the amounts heretofore or here- 
after authorized, for the construction, 
requisitioning or purchasing of vessels. 
After July 1, 1920, such net proceeds, 
save such an amount as the Board may 
deem necessary to withhold as operat- 
ing capital, or for such insurance fund. 
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shall be covered into the Treasury as 
miscellaneous receipts. The net pro- 
ceeds derived by the Board from all 
other property, investments or activi- 
ties shall be covered into the Treasury 
of the United States as miscellaneous 
receipts. The Board shall, as rapidly 
as in its discretion is warranted, with- 
draw investment of government funds 
made during the emergency under the 
authority conferred by the Act or parts 
of Acts repealed by Section 1 of this 
Act, and cover the net proceeds thereof 
into the Treasury of the United States 
as miscellaneous receipts. 


CASUALTY 


GLOBE REVISES H. & A. POLICY 


The Globe Indemnity’s revised form 
of accident and health policy is now in 
the hands of the printers. All the 
rates, clauses, and general terms are 
the same as those contained in the old 
form, but the language in which the 
policy is expressed has been clarified 
for the benefit of the assured. Because 
of the presence of certain very techni- 
cal terms in the old form of policy 
many claim disputes arose, and it is 
with hope of avoiding these that the 
revised form is being brought out. 

* * 




















DIGEST BEING PRINTED 
The digest of workmen’s compensa- 
tion laws for the United States and 
territories, with annotations and ex- 
planations, has been sent to the print- 
ers and should be ready for distribution 
about the middle of December. This 
volume is edited and revised annually 
by F. Robertson Jones, of the Work- 
men’s Compensation Publicity Bureau, 
and contains the various laws and 
amendments enacted by the state legis- 

latures during the current year. 

* 6 


BUSINESS REINSURED 

The New Jersey Fidelity & Plate 
Glass has reinsured its plate glass and 
burglary business in Illinois and north- 
ern Indiana in the Iowa Bonding & 
Casualty, following the resignation of 
Kuhns & Pogge, Chicago, as manager 
in that territory to represent the Iowa 
company. 

* * «© 
AGITATION OVER BOND RATES 


An agitation has been started among 
agents of surety companies in the west- 
ern territory for a readjustment in con- 
tract rates, now that the war period is 
over. These agents are suggesting that 
the surety companies ought to adopt a 
graded system of rates for contractors. 
Contracting concerns of large financial 
facilities, wide experience and unques- 
tioned resources object to paying the 
same rates as ones of doubtful ability 
who are always skating on thin ice. 
The agents say that such men should 
be required to pay the price, as the 
companies are taking bigger chances, 
but that the large concerns are entitled 
to a different rate because the hazard is 
less. They say that the bonding of 
contractors is very largely a banking 
proposition and that a man’s financial 
condition should be considered. 

- o . 


ADMITTED TO NEW YORK 


The American Indemnity, Galveston, 
Texas, has been admitted in New York. 





REINSURANCE 
BROKER 


W. B. BEATTIE 


1 King William Street 
LONDON, E.C. 4 
Fire and Marine Re-insurance 
operated with leading British 
Companies. 


Correspondence invited. 








AMERICAN MERCHANT MARINE 


INSURANCE COMPANY 


AT 


(THE CENTRE OF MARINE INSURANCE 
IN THE UNITED STATES 













WADE ROBINSON & CO.,1vc 


MANAGERS 





Merchant Marine House 
South William and Beaver Streets 











Cable Address “LaBoyt” Established 1900 


LA BOYTEAUX & CO,, Inc. 


82 BEAVER ST. Jnsurance Brokers NEW YORK 


Act as representatives of the insured in all matters pertaining to the 
placing of insurance and collection of losses. The service offered 
is efficient, trustworthy and prompt. We invite submission 
of your problems as well as your orders. 











THE RISKS OF COMMERCE 


fire on land or sea—loss or damage to ship or cargo—collision, 
fire, theft or property damage, to motor car or other vehicle— 
all are adequately covered by one of our “Safe Policies.” 


A compact, well-knit organization of specialists who have de- 
voted -their business lives to insurance, offers its co-operation 


to brokers and agents. 
f So 


— 






Fire Marine 








Automobile \ Insurance 


THE IMPORTERS AND EXPORTERS 
INSURANCE COMPANY 
OF NEW YORK 


17 South William Street 
New York 
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Surety Conditions 
in Isle of Cuba 


F. & D. FIRST COMPANY THERE 


Nine Domestic Companies Organize 
and Operate After Entry of 
Baltimore Company 


An interesting article on surety con- 
ditions in Cuba is printed by the Fi- 
delity & Deposit in the current issue of 
its Home Office publication. The Com- 
pany is the oldest non-resident surety 
company in the island. , 

The F. & D. entered Cuba in 1899 
and has developed a good line of surety 
business under the able management of 
Charles M. Echemendia, manager of 
its Branch Office. Mr. Echemendia 
has been connected with the Company 
since it entered Cuba, first as stenogra- 
pher, later as assistant manager, and 
for the past sixteen years as manager. 
He has established an efficient corps 


of agents in the _ principal towns 
throughout the Island, who are very 


loyal to the Company, and who seldom 
resign but pass the agency down from 
one member of the family to another; 


an illustration in point being the 
agency at Cienfuegos: Manuel Villa- 
lon was appointed in 1900, operating 


the agency until his death eight years 
later. He was succeeded by his son, 
Manuel, a lawyer, who acted as agent 
for four years until he was elected Gov- 
ernor of his Province. The agency was 
then taken over by another son, Luis, 
who held it for four years, until his 
death, when it passed to a third son, 
Joaquin, who still represents the Coim- 


pany. Similar conditions exist at Ma- 
tanzas, Camaguey and many other 
points. 


Following the footsteps of their Am- 
erican contemporaries, the Cubans, 
after seeing the success of the F. & D. 
began to organize surety companies of 
their own, and during the past decade 
nine companies have been organized 
and are in more or less successful op- 
eration in the City of Havana alone, the 
oldest and most successful being: Com- 
pania Cubana de Fiances, writing both 
casualty and surety; Compania Nation- 
el de Fiances, surety only; La Insular 
Compana de Fianceo, surety only: 
Compania Hispanao Cubana de Seguros, 
writing general insurance. Companies 
have also recently been organized in 
the cities of Cienfuegos, Santiago and 
Sagua, writing casualty and surety and 
general insurance. 

Many of the Cuban companies, while 

being stock companies and making re- 
quired deposits with the Cuban Gov- 
ermment, are mutual in a sense, in tha’, 
they ‘are organized to handle the ina- 
surance of certain classes of business, 
the proprietors of which control all of 
the stock of said insurance companies. 
Again, the Cubans have followed the 
lead of their American brothers as the 
bonding departments of most of the lo- 
cal companies are managed by men 
trained in the F. & D. Branch Office. 
_ The leading line of business written 
Is public official; the other lines being 
fidelity and customs, contract and ju- 
dicial in the order nawed. 

The volume of contract is small. The 
fidelity lines are more or less restricted, 
due to another Cuban custom of giving 
officers and employes of business con- 
cerns and financial institutions a part- 
hership interest in the business. So 
far as could be learned only one bank 
in Havana carries fidelity bonds on its 
officers and employes, that being a 
branch of a large American bank. No 
depository business is written on the 
Island. 

Premiums charged by all companies 
are considerably in excess of those 
charged in America. 


Most Accidents 
Not Occupational 
FREDERICK Ss. CRUM’S FIGURES 


Extensive Field for Disability Insur- 
ance Among Those Not Covered 
By Compensation 


with 
attended 
was by 


of the papers listened to 
most interest by those who 
the Annual Safety Congress 
Frederick S. Crum, 
cian, Prudential Insurance Company. 
His subject was public accidents and 
their cost. 
dents 
home 


One 


assistant statisti- 


Mr. Crum separated all acci- 

into three 
and public. that 
this grouping is not entirely satisfac- 
tory but if it can be generally adhered 
to, a beginning will have been made ‘in 
clearing up what is now a very chaotic 


groups industrial, 


He explained 


condition in the statistics of personal 
accidents. 
Quoting from figures of the Metro- 


politan Life, Mr. Crum showed that in 
its mortality experience, limited to 
white males, ages 15 and over, and for 
the period 1912-1916, out of 14,151 
deaths from 16 specified causes or 
forms of accidents, careful inquiry re- 
vealed that only 28 per cent were defi- 
nitely assignable to occupation or were 
of occupational origin. Mr. Crum’s fig: 
ures show the enormous field for acci- 
dent insurance among the rank and 
file of our people when he says: 

“If we assume that one-fourth of the 
total accidental fatalities in the gen- 
eral population of ages 15 and upward 
are due to occupation the estimate is 
probably a liberal one. Three-fourths 
of the deaths by accident, ages 15 and 
over, would then be assignable to either 
public or home accidents. It seems rea- 
sonably certain that fully half of all 
the fatal casualties in the United States 
are chargeable to public accidents.” 

When Accidents Occur 


Mr. Crum then presented a tabulation 
showing age distribution of accidental 
deaths in the United States registra- 
tion area, 1907-1916, in which these fig- 


ures appear: 
Per 
Ages Deaths Cent 
eee ee 56,613 11.9 
De dsectectanwhedroac as 43,100 9.1 
IE spckedcnainwnbocesd 209,172 44.0 
EE, oie adaeaiew Sireew 95,823 20.1 
G5 and over ......2..0- 70,926 14.9 
All known ages ....... 475,63 100.0 
i Perr re 2,777 ; 


mated 45,000 fatal public accidents in 
1917 represented an economic loss of 
$557,289,000, and added: 

“Enormous as these figures are they 
represent but a fraction of the economic 
loss involved in public accidents for 
they refer only to fatal accidents, while 
accident insurance and workmen’s com- 
pensation experience shows that there 
are approximately 125 non-fatal, but 
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more or less disabling, injuries to every 
fatal injury. Assuming that these in 
the aggregate involve an economic loss 
three times that of the fatal accidents, 
we have it that these estimated 5,625,- 
000 non-fatal injuries by public acci- 
dents during 1917 involve an aggregate 
economic loss of $1,671,867,000, which 
added to the former total of $557,289,000 
gives a grand total of $2,229,156,000. 
Kven yet, however, the total economic 
loss has not been accounted for, as we 
have only considered the loss involved 
in the human wreckage, to which must 
be added untold and unknowable losses 
from wreckage and destruction of prop- 
erty values resulting from the destruc- 
tion of all kinds of material wealth such 
as buildings and other structures, crops, 
rolling stock including vehicles of all 
kinds, goods, chattels, ete.” 

Among females a much larger pro- 
portion of fatal accidents occurs at the 
extremes of life, that is, at ages under 
five and at 65 and upward, than is true 
of males and, conversely, the propor 
tion of 15-44 is much smaller for 
females, or only 21.6 per cent as against 
50.7 per cent for males. 

Casualties Classified 

Included in Mr. Crum’s paper was a 
list of important railway disasters in 
which 20 or more lives were lost, dat- 
ing from 1908 to 1918; marine disasters 
from 1909 to 1918; fires and conflagra- 
tions, explosions, storms and floods. 

Other tables showed accident mor- 
tality per 100,000 population, males and 


ages 


females, from 1907 to 1917—-1907 show- 
ing a rate of 145.3 for males and 1917, 
127.5. In still other compilations were 


shown the number of deaths from pois- 
oning by food, other acute poisoning, 
conflagrations, burns, absorption of del- 
eterious gases, drowning, firearms, cut- 
ting and piercing instruments, falls, 
mines and quarries, machines, street 
cars, automobiles, other vehicles, land- 
slide and other crushing, injuries by 
animals, starvation, excessive’ cold, 
heat, lightning, electricity, fractures. 


BOUGHT BY PARKER COMPANY 

The Neilson T. Parker Company, New 
srunswick, N. J., has purchased tae in 
surance agency of John Watson, that 
city. Mr. Watson retires from the in- 
surance business. 
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Engineering Section 
For Safety Council 


NINETEEN SECTIONS IN COUNCIL 





New. Vehicle Provided for Concentra- 
tion of Engineering Brains Along 
Safety Lines 


Chicago, Ill., Nov. 3.—The formation 
of an engineering section of the Na- 
tional Safety Council has been author- 
ized by the executive committee of the 
Council and the new section will be or- 
ganized immediately by a special com- 
inittee appointed for the purpose. 

In announcing this action, Sidney J. 
Williams, secretary and chief engineer 
of the National Safety Council said the 
decision to form a distinct engineering 
section was prompted by three things: 

First, the growing recognition of the 
importance of the engineering factor in 
safety work; second, the growing inter- 
est in safety work on the part of civil, 
mechanical, electrical, mining and 
chemical engineers; third, the growing 
volume of experience and investigation 
in the engineering problems involved in 
safety work. 

“The formation of an engineering sec- 
tion,” Mr. Williams said, “will provide 
a vehicle for concentration of the en- 
gineering brains of the several thou- 
sand member companies of the council 
on the solution of engineering problems 
affecting safety work in large groups of 
industries, in specific industries and in 
industry generally. 

“The development of the council has 
been largely along the lines of indus- 
trial sections. The council now has 
nineteen sections each with its own 
officers and program and each inter- 
ested l&rgely in the safety problems of 
its own particular fields. These 
tions are as follows: 

“Automotive, Cement, Chemical, Con- 
struction, Education, Electric Railway, 
Health Service, Marine and Navigation, 
Metals, Mining, Packers, Paper and 
Pulp, Public Safety, Public Utilities.” 


sec- 


NEW AMSTERDAM INCREASES 
CAPITAL 


An increase of $250,000 in the capital 
etock of the New Amsterdam Casualty 
Co. was voted at a meeting of the stock- 
holders held on October 29 at the New 
York office, bringing the total capital- 
ization of the company to $1,250,000 
President J. A. Nelson, from the home 
office in Baltimore, presided at the 
meeting. With over a million dollars of 
rew business written to date, 1919 will 
be the most prosperous year the New 
Amsterdam has experienced, and the 
additional $250,000, which it is expected 
will be entirely paid in by December 1 
will be expended in financing new op- 
erations in states where the company 
has lately been admitted, but where the 
field has not been exploited fully. 
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The positiveness with which a report- 
er absent from William Street for a 
fortnight is assured that “there hasn't 
been a thing of importance going on” 
is assuring, in as much as said reporter 
did not make any arrangement before 
absenting himself for a suspension of 
important developments in the news of 
William Street. 

But those who have figured in the 
news of the last two weeks might not 
agree with those who say “nothing of 
importance has transpired; you haven't 
missed a thing.” 

For instance, wasn’t the selection of 
Harwood E. Ryan as manager of the 
National Council on Workmen’s Com- 
pensation impertant, especially after so 
many said that he couldn't be consid- 
ered as managerial timber because he 
had just gotten such a very good job 
with that great company, the Equit- 
able? But they got him alright and 
everybody, that is, most everybody—it 
hasn't been possible to see them all yet, 
this being a short week—seems pleased. 
+ + * 


Helping in Accident Branch 


An encouraging note on the health 
and accident business comes from the 
office of the Massachusetts Bonding, 
where F. J. Notar, formerly cashier in 
that department of the Pittsburgh of- 
fice, has become assistant to C. B. Ful- 
ler, who says he has had to neglect new 
lines to take care of existing business 
and now he hopes to do better, that he 
has the needed assistance. 

ee 6 
Edward Perrin Promoted 

Edward Perrin is no longer a familiar 
figure in the Aetna office, as he is 
making a tour of the company’s agencies 
before locating in Hartford to take 
charge of the transportation depart- 
ment. This is a bigger field for him, 
as this branch has become an increas- 
ingly important one with the Actna 
and the Automobile of Hartford. 

* ¢ 8 
Dennehy Well Remembered 


In the Massachusetts Bonding office 
everybody joined in a tribute to Charles 
J. Dennehy, who has taken charge of 
the. insurance department of the Union 
Carbide Company. First his associates 
gave him a fine traveling bag with a 
toilet set and also a portfolio. Then the 
ladies, with whom “Denny” was equally 
popular, gave him one of those real 
handsome fountain pens and a silver 
pencil. The position Mr. Dennehy has 
taken is an important one as the Union 
Carbide is one of the largest corpora- 
tions of the country. He will super- 
vise the placing of all lines of insur- 
ance, particularly compensation, fire 
and marine; selecting companies, ad- 
justing claims, doing inspection and 
engineering work, as well as planning 
safety and welfare organization in all 
plants. 

+ + . 
Heard at the Johnston & Collins 
Dinner 

D. N. Case, chief adjuster of the acci- 
dent and life departments of the Trav- 
elers, convulsed diners at the meeting 
of the Johnston & Collins Agency a 
few nights ago, by reciting some of the 
unique claims which have come to his 
attention in the Travelers’ claim de- 
partment. A few of them follow: 

A young man had his arm around 
the neck of a girl when some 
one entered the room. In hurriedly 
withdrawing his arm he cut himself on 
® pin she was wearing. In presenting 
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his claim he said: “If claim is to be 
investigated I will drop it.” 

A woman was curling her hair. Her 
husband approached too closely and 
was burned in the eye. 

An excited orator fell off a rostrum 
ond strained his hip. 

A young man was auto riding with 
his sweetheart. A feather on her hat 
struck him in the eye, injuring him. 
Moral: Keep a proper distance from 
your automobile companions. 

A yachtsman was being served with 
au highball. <A particularly high wave 
caused the ship to lurch, the highball 
glass was dropped, the yachtsman fell 
to the deck and cut himself on the 
broken glass. 

Baby stuck its finger in mamma’s eye. 

A fly lighted on the nose of a man 
who was shaving. He brushed it off, 
but in doing so cut his finger on the 
razor. 

During a hot night a man put an elee- 
tric fan near his bed. Becoming rest- 
less in his sleep he rolled over until 
‘is foot came into contact with the 
fan. 

A young man ordered lobster in a 
cabaret. The lobster bit him. Prob- 
ubly in the Forty-Second Street region. 

A claimant wrote that while hunting 
a collar button one night under his bed 
his foot came into contact wita a 
needle. 

While playing golf one day a rain- 
storm came up and the claimant ran 
under a tree. About the time he got 
there the tree was struck by lightning. 

While chasing a hat a claimant fell 
through a glass sidewalk. 

The Johnston & Collins dinner was 
devoted to exploitation of accident in- 
suroence. <A story about the dinner, 
which was attended by 275 men and 
women, and which was held in the 
Drug & Chemical Club, 100 William 
Street, will be found in the life insur- 
ance department 

+ * 
John McAuliff in Missouri 

John MecAuliff, of the New York 
branch office of the Aetna is in Mis- 
souri, where he was sent by the Home 
Office agency department to assist the 
St. Leuis branch office in the develop- 
ment of compensation lines. Later he 
will go to Alabama. The Missouri 
compensation situation is chaotic, pend- 
ing a legal decision on the question of 
whether the compensation law is or is 
not effective. Meanwhile the companies 
are writing business with the under- 
standing that compensation rates will 
be applicable from November 1 only in 
event that the law is declared in force. 
In other words, the companies are writ- 
ing by endorsement. 

+ ’/” * 
Will Have New Manual 

Bureau companies are making every 
effort to compile their experience in 
non-schedule Z states by November 20. 
The mutual companies have also been 
asked for this experience. The plan is 
for the new National Council to make a 
revision of the Manual to be put into 
effect March, 1920. 

* * @ 
Makes No Difference 

Down in the Globe Indemnity’s met- 
ropolitan department the boys are not 
in the least excited because’ of 
their parent having been taken up by 
toyalty. They say they are going to 
live in Newark anyhow and if the Ellen- 
EllenGee should wish to live in tlre 
same house with them it can possibly 
be arranged. 








G. A. Goetschius, President 
1 Liberty Street New York 
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Meeting Competition of 
New York State Fund 


THEO. M. RIEHLE GIVES POINTERS 








Department Report Valuable Canvass- 
ing Document; Results of 
Investigation 





Theodore M. Riehle, addressing mem- 
bers of the New York State Federation 
at Albany, October 28, devoted his at- 
tention to the merits and demerits of 
the State Fund. He declared that it 


would be well for insurance men not to 
shout with glee at the results of the 
investigation of the Fund, favorable as 
they may appear on the surface. The 
net result will be keener oversight on 
the part of the Industrial Commission 
and hence better results in the Fund, 
which in the end will make the posi- 
tion of stock casualty men more diffi- 
cult. 

He also made the point that complete 
coverage and absolute financial safety 
does not exist behind the contract of 
the State Fund and that if this is im- 
pressed upon the public it will mean 
that the continued success of other 
forms of insurance is assured, regard- 
less of difference in cost if any differ- 
ence exists. 

Mr. Riehle pointed out that state in- 
surance as it affects compensation ben- 
efits is the only form of insurance other 
than that of the War Risk Bureau that 
any government in this country has at- 
tempted, and therefore it is very impor- 
tant that this keystone of government 
insurance should be attacked at all 
times, if room for such attack honestly 
exists. Otherwise, he said, the menace 
will become greater all the time. 

Fifteen states now have funds and as 
New York laws are so widely followed 
in other states it behooves the insur- 
ance men in New York to fight with all 
their might. 


Will Affect Other Lines 


The compensation premiums in New 
York State amounted to $30,000,000 in 
1918, and insurance men must not for- 
get that other forms of insurance are 
bound to be affected if state fund com- 
pensation insurance is permitted to ad- 
vance. 

Mr. Riehle believes that stock com- 
panies should lend their aid to self-in- 
surers by means of excess insurance 
for the reason that this aid, if not ren- 
dered, may drive self-insurers into state 
insurance. 

The speaker referred to Superinten- 
dent Phillips’ annual report, Volume 1, 
as a wonderful canvassing document for 
those in competition with state insur- 
ance, and it should be well circulated 
among insurers. Particular attention 


was called to the superintendent’s ref- 
erence to fluctuating tendencies of com- 
pensation business and the statement 
that the general trend of the loss ratio 
has been consistently upward, a ten- 
dency which has been temporarily 


checked by the abnormal war condi- 
tions. 

Reference was drawn to the method 
by which the State Fund pays dividends 
in individual special groups without re- 
gard to the condition of the Fund, im- 
plying that gross favoritism is shown. 
Mr. Riehle said: “As a practical ques- 
tion it can positively be stated that the 
only time the State Fund wins a risk 
is when it delivers price. But the recol- 
lection of quality lingers long after the 
price is forgotten.” 

Rates and Adequacy 

Then Mr. Riehle. showed how the 
State of New York has adopted the policy 
of supervising premium rates with ref- 
erence to adequacy. The issue is there- 
fore joined. The question arises, do 
rates make adequacy, or does a lucky 
break make adequacy? The law dces 
not give the superintendent of insur- 
ance the same power over the State 
Fund as it does over other carriers. 
Mr. Riehle expressed the hope that 
Special Commissioner J. F. Connor 
would not recommend that the super- 
intendent be given any power over the 
rates charged by the State Fund. At 
present dividend declarations by the 
Fund do not have to be approved by the 
superintendent, but dividends of private 
carriers must be so approved, which 
makes for the safety of policyholders. 

It should be comparatively easy, said 
Mr. Riehle, to show an insurer that 
when he buys a State Fund policy he is 
really buying a copy of the compensa- 
tion law with its additions, annotations, 
interpretations and all other wrinkles 
that enter into it; that as a matter of 
fact the policy can give no more than 
the law gives. 

A stock company policy says: “If 
your employe is hurt we will protect 
you without any ‘ifs,’ ‘ands’ or ‘buts.’” 

All one has to do is to look at the 
annotated Workmen’s Compensation 
Law prepared by the Bureau of Statis- 
tics and Information of the Industrial 
Commission, with its various opinions 
and decisions under every section of the 
law. 

Why should an employer create a lia- 
bility by buying State Fund insurance, 
when he is desirous to get rid of that 
liability? 

The point made by Mr. Riehle is that 
the law as it is carried out by the Fund 
is not all inclusive, which in a real con- 
tract of insurance it must be. 
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CASUALTY AND SURETY POINTERS 














Our country is in great 


The heaving waves of indus- 
Agents trial unrest, says the Pre- 
Opportunity ferred Record. Whether 


it be the consequent re- 
sult directly or indirectly of the World 
War in which we took such an effective 
and active part, we need not for the pur- 
pose of this article waste time in dis- 
cussing. We are face to face with at 
least two stern facts, the high cost of 
living and the consequent and insistent 
demand of workers common everywhere 
in the length and breadth of our land, 
for increased pay. They have formed 
and are forming unions, combinations, 
and bringing about strikes with all 
their incidental depreciation and suffer- 
ing to themselves and families and 
stoppage of the wheels of industry in 
earnest effort to force the payment to 
them of greater compensation. 

How long it will be—how much they 
will have to suffer before they gain their 
purpose and gain a measure of compen- 
sation commensurate with the increased 
cost of living is problematical. 

Now in these days of bitter strife for 
forcing increase how is it with the in- 
surance agent? He is compelled to 
meet the high cost of living the same 
as every other man but most fortu- 
nately for him he is an independent 
business man, stands on his own bot- 
tom, does not have to become a member 
cf any union or form any combination 
or help foment any strike in an effort to 
secure increase of compensation. 

It is entirely up to him, he is master 
of the situation with no very difficult 
problem to solve. He should form with- 
in himself a union of mental and physi- 
cal forces, or a combination of will 
power, purpose and energy and enter 
actively upon a strike for business, 
strike hard and strike often. 

Never before was there such an op- 
portunity, money never so plentiful, 
business so prosperous, business men 
so favorably disposed towards insur- 
ance. They are realizing that it is an 
absolutely necessary measure of protec- 
tion and realizing it more potently 
every day. 

Especially is this the case in regard 
to disability (accident and health) in- 
surance. The fallacy of the old idea that 
disability insurance is merely a chance; 
a gamble, has been fully proven. It is 
being recognized in the business world 
as an absolute necessity, that it covers 
and protects a thing of genuine value— 
a man’s income and dispenses its serv- 
ices when need and necessity are great. 

Life insurance protects a man’s fam- 
ily, but disability insurance is protection 
for himself and family. 

The high cost of living has demon- 
strated the necessity for increase of 
amount already carried and the agent’s 
present policyholders furnish a_ fine 
field for re-canvass while seeking new 
ones. 

The agent’s expenses are higher—it 
costs him more to live but his oppor- 
tunities are by far greater and it is now 
simply up to him whether he will do a 
business that will far offset the in- 
creased cost of living or prove himself 
a “slumper”’ unfit and incapable of 
grasping the opportunity of his life— 

Which will it be? 

* * & 


A talk on short-sighted 


When Agent agents is given by the 
is Federal Record, pub- 
Short-Sighted lished by the Federal 


Casualty Company. The 
talk is a lecture to the agent who is 
also tricky, and tries “to put something 
over.” 

When an applicdnt is over 50 years 
old and the agent is deliberately show- 
ing his age as 49 in the application, in 
order to get a lower premium rate, he 
hot only is betraying the confidence re- 


posed in him by the Company, but even- 
tually loses the patronage of the in- 
sured and his friends. 


When he knowingly covers up the 
hazard of occupation by incomplete or 
improper description of duties, he some- 
times succeeds in getting a man classi- 
fied higher than he should be, but what 
does he gain by it? When claim arises 
the actual hazard is usually found, 
which causes indemnity to be paid in 
the class to which the insured was real- 
ly entitled. Instead of a _ satisfied 
claimant (the best advertisement pos- 
sible), the agent has a delinquent policy- 
holder and a knocker. He loses sev- 
eral policy fees through not having 
been honest in classifying one risk. 

Sometimes he fails to note on the 
application a chronic physical trouble 
of the claimant. The Company pays 
only for the troubles which begin after 
policy is issued, so when claimant has 
been encouraged to expect payment for 
old troubles, there is unpleasantness 
and it injures future business. 


When claim develops, this same ag- 
ent assists the claimant in an attempt 
to collect more than is really due, in- 
stead of protecting the Company’s in- 
terests. “Murder will out” and dis- 
honest or excessive claims usually be- 
come known, so the agent is “in bad” 
with both the claimant and the Com- 
pany. 

He sometimes accepts a delinquent 
premium after disability has occurred 
and dates back the receipt, hoping to 
make the Company liable. It would be 
just as honorable for him to put his 
hand into our drawer and steal that 
same amount of money. 

He tries the threadworn game of 
recommending an excessive amount for 
advance or final claim settlement. 
“Prompt payment will get ten good ap- 
plications,” or “Failure to send check 
at once will mean lapse of all the busi- 
ness,” he writes us. 


In one of the more important 


An cities there was recently let 
Unusual a contract for the construc- 
Contract tion of a large sewer amount- 


ing to approximately two and 
a half million dollars. Some of the 
terms of the contract into which the 
successful bidders would be required 
to enter were not only extremely un- 
usual, but so objectionable from a sur- 
ety company’s standpoint, that the F. & 
D. refused to have anything to do with 
the proposition. 


In the first place, instead of issuing 
the usual bond, the surety was required 
to execute the contract and become a 
party to it, and in so doing, according 
to the Legal Department, lost what- 
ever rights they might have as surety 
and succeeded to the rather question- 
able rights of the contractor. 


Another objectionable feature was 
that no payments, according to the 
terms of the contract, were allowed the 
contractor until the entire work had 
been completed and accepted, and then 
instead of being made in current funds, 
the contractor was required to accept 
city bonds. Inasmuch as the contract 
allows 600 working days for the comple- 
tion of the work, this means that the 
contractor would be not only forced to 
finance the work for a period of ap- 
proximately two and a half years, but 
in addition, to also arrange a market 
for the disposal of the city bonds. 

A still further objectionable and ex 
tremely unusual feature was the clause 
providing that if the work was not com- 
pleted within the time limit, the con- 
tractor forfeited $300,000. This for- 
feiture seems to apply irrespective of 
whether the contraetor is one day, one 
week or one year late in the comple- 
tion of the work in question. 


“Inasmuch as the form of contract 
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seems to have been approved by one of 
the best known sewer engineers of the 
country, it is highly desirable that in 
submitting cases to the Home Office, 
agents should see that the form of 
contract, and if possible, a copy of the 
specifications, as well, are included in 
the papers,” says the Fidelity & De- 
posit Co. “If this is not possible, in 
submitting such cases, it is imperative 
that agents advise that they have care- 
fully studied the contracts, specifica- 
tions, etc., and find no such clauses as 
those outlined above, or other clauses 
that are detrimental to the surety’s in- 
terests.” 


* * * 


Possibilities of develop- 
ment of public liability 
insurance are so great 
that one hardly dares to 
predict them, says As- 
sistant Secretary Wolfe. of the Travel- 
ers, who adds: “The future will be 
largely what we make it. Before our 
eyes in all cities, not hotels and office 
buildings only, not stores, theatres, an: 
factories only, but rapidly multiplying 
apartment houses, apartment hotels, 
and two and three family tenements 
are fast adding to the field of pros- 


Opportunities 
in Public 
Liability 





pects. And let us not overlook the 
private residence. In most states the 
domestic servant is excluded from the 
compensation taw, and there is a field 
for considerable premiums under our 
general liability policies for private 
residences. 

“In a certain cily the hot water front 
in a coal range exploded, disfiguring the 
cook for life. It was in the home of a 
banker. He had no insurance, although 
he could have bought it for $4 a year, or 
$10 for three years. He fought a dam- 
age claim through to the state supreme 
court at great expense, but the court 
finally affirmed a $4,000 verdict. We 
have all the tools and equipment. There 
is also the law and the damage lawyer. 
Under the law we cannot, generally 
speaking, avail ourselves of certain de- 
fenses common under employers’ liabil- 
ity conditions. The public has broader 
rights than had the employe under com- 
mon law, and the public is learning its 
rights rapidly.” 


STRIKE DELAYS POLICIES 


Some of the companies are unable to 
get their supplies of the new Form B, 
sprinkler leakage policy contract, ow- 
ing to the printers’ strike. 
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